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No matter where 


your cusiomers 


~ buy Macoma 


Other Outstanding 
Shell Industrial Lubricants 


Shell Tellus Oils—for cl 
Shell Alvania Grease 
Shell Teitbe Otte : for 
Shell Rienste Olle for 


Shell Talona R Oil 40 
oO for diesel 
Shell Dromus Oils 


high-pre 
gn-f d 


Shell Voluta Oils—for high-speed 
I vith maximum stability 





Its performance and name 
are the same around the world 


e.non-foaming and have | 
torage 
Phe world-wide availability of 
Macoma Oils is assurance that your 
istomers abroad will get the same 
rmance from your equipment 
MUONS ENIst at your domestic customers 
Macoma ave these added upon. For complete specifications 
Duilt-in benelit excellent resistance write Shell Oil Company, 50 West 
to oxidation, great adhesiveness, rapid SOth St., New York 20, N. Y. or 100 
eparation from water ey are nol Bush St., San Francisco 6, California 
*Ree Trademark 


SHELL MACOMA OIL 


More Information Write No 


A 
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..- Your best motor investment is 





Century 


Customer loyalty — 


earned by good motors, good service 


Customer loyalty to Century has been earned by good 


service combined with top motor performance. Many of 


America’s leading companies have been Century customers 
continuously for more than 45 years. 


To preserve this loyalty Century constantly studies industry 
and customer needs. For instance, more power is being 
put into smaller motor frame sizes. The result is improved 
electric motor designs that carefully match the requirements 
of the products they drive. Century is keeping pace with the 
general design trend toward smaller, more compact products. 





Loyal Century customers have learned that their best motor 
investment is Century. Call in your local Century man or 
Authorized Century Distributor. 


° 


MOTORS 


CENTURY ELECTRIC COMPANY 


St. Lovis 3, Missouri «+ Offices and Stock Points in Principol Cities 





QUICK CURE FOR 


21D. 


O00 CO0OG 000 OF 


Purchasing Dilemma 


In a spot where you need p/us service on chains 
... Sprockets... bearings ...couplings... pulleys 
...idlers? Having trouble with equipment that 
doesn’t stand up...causes production hold-ups 


due to premature failures? 


Here’s the quick cure for that purchasing 
dilemma! Call your nearby CHAIN Belt Dis- 
tributor. You'll find him ready, willing and 


AUTHORIZED 


CHAIN BELT “! ni Pop 
DISTRIBUTOR aDle to serve you...a Man Of his word on de- 


liveries and service. 

Speaking of service, your CHAIN Belt Dis- 
tributor is way ahead. Product quality? The 
best...it's CHAIN Belt’s p/us value! Personal 


service? The best! His men are trained in spe- 








cial factory schools to provide you unequaled 
assistance in selection and application help. 
Delivery? The best! His complete stocks are 
backed up by the regional CHAIN Belt ware- 


house. Your standard and emergency needs 
CHAIN BELT 


WAREHOUSE 


are served as you want them. 


For the quick cure for P.D.., call your CHAIN 
Belt Distributor. CHAIN Belt Company, 4670 
W. Greenfield Ave., Milwaukee 1, Wis. 


CHAIN! sect 
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Penetrates through rust 
like coffee soaks into a sugar cube! 


spend on removing Whatever your color choice may be — 
Why not coat Rust-Oleum finish coatings include the 
yund rusted metal with color you want. They're manufactured 
769 Damp-Proof Red under the same exclusive formulation as 
mple ser iping and wire- the Rust-Oleum Primer . . . they assure 
t scale and loose you otf greater compatibility, doubli 
Tt ind metal! protection, and lasting beauty! The 
proce sed fish best way to see what Rust-Oleum will 
through rust to do for you is to actually try it yourself 

urface film re- ... around your plant or home 
lurable You cut See oul compl te catal vw in Sweets 


you receive or send the coupon for a free 


rreater coverage depend Rust-Oleum Test Sample . . . one 


yndition and porosity of brushful means more than a thousand 
id vou receive the maxi- words Prompt delivery from Indus 
protection! trial Distributor stocks 


Jattelle Memorial Institute Technologists in radioactive tracing studies 


ST-OLEUM 


ATTACH TO YOUR LETTERHEAD — 
| FOR FREE TEST SAMPLE! 


RUST-OLEUM CORPORATION 
2590 Oakton Street 
Evanston, Illinois 
Free test sample wit! 
complete literature 


30-page report on 


Distinctive as your 
Rust-Oleum penetration 


own fingerprint 
Accept no substitute & C] Nearest source of supply 
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NEW 


FOR ELECTRICAL CONSTRUCTION AND MAINTENANCE 


NEW —Super Portable 
WELLS 49A 
METAL CUTTING BAND SAW 


Rigge -d with handle and ball bear- 
ing wheels, this new Wells 49A 
metal cutting band saw does 
double duty in the shop and on 
the job. As a horizontal cut-off 
tool it has a capacity of 31” x 6”. 
Swing the head and it becomes a 
vertical band saw. Call Graybar 
for details. 











NEW Light weight, speedy 
CONDUMATIC BENDER 


This new Condumatic motor 
driven conduit bender is power- 
ful enough to handle rigid heavy 


wall conduit in sizes of 1%”, 34” 


and 1”. It’s light enough rod make | . 


it easy to move from job to job, 
or deck to deck. Makes 90° bends, 
offsets and doglegs right up close 
to the elbow. Ask Graybar for 
literature. 





NEW —Back saving 
ALLEN ELEVATING SCAFFOLD 


Make a crew out of one electri- 
cian with the new Allen Elevating 
Scaffold. Working platform reg- 


“ulates in heights of 4” and jack- 


ing device raises and holds heavy 
fixtures in place until securely 
fastened. Makes fixture hanging 
a fast, precise mechanical opera- 
tion. Also, excellent for use in 
installing electrical duct or con- 
duit systems. Have Graybar rush 
facts to you. 








NEW -—Shoot lines through conduit with 


JET LINE GUN—With the new Jet Liné Gun you 
can shoot a line through conduit runs up to 250 feet, in 
seconds. Just load the Jet Line Gun with a CO: cartridge, line 
attached. Fire gun into conduit. Cartridge become projectile. 
Cartridge and line pop out open end of conduit. Pull heavier 
line in, then pull in wire. Call Graybar for demonstration. 








Write for literature on all these new 1958 helps for electrical construction. They’re typical 
of new electrical equipment you can expect from Graybar. If it’s new, if it’s extra good, 
if it’s built by one of the country’s leaders, Graybar has it for you. For immediate action— 


.GraybaR 


GRAYBAR ELECTRIC COMPANY, INC, 


85 


FIRST FOR... 


, 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK 
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CONOVER-MAST PUBLICATIONS, INC 
EDITORIAL AND EXECUTIVE OFFICES 
205 East 42nd Street, New York 17, New 
‘ 1958 by C-M_ Business 
PURCHASING is 
the official organ of 
1915 as The Puret 
with “The Executive 
Contents are indexed monthly ar ar lly by 
the Engineering Inde ervice " Business 
Periodicals Index 
PURCHASING is published every-other-Monday 
by C-M Business Publications subsidiary 
f Conover-Mast Publicat s, Ie it Orange 
Conn. Editorial and exe ‘ flices, 205 East 
f2nd Street, New York 17, New York. Volume 
“4. N 11. Subseript r 


Possessions and Canada: $4.00 per year; 


I te States 


ents: elsewhere, $20.00 per 
pies $1.00 Sex 1-Clase mail 
horized at Orange r ticut 





lf you're producing 
name plates like these... 
(or a similar item) 





And you want a full. 
~ inventory of coiled aluminum 


sheet stock to draw on... 





Be sure of fast delivery— 
and fabrication service. 
Call your 


REYNOLDS DISTRIBUTOR 


Look under ‘‘Aluminum”’ in the classified phone book for your Reynolds Distributor 


Reynolds Metals Company, Louisvilie 1, Kentucky 


Watch Reynolds All-Family Television Program “DISNEYLAND”, ABC-TV. 


For More Information Write No. 158 on 


The Finest Products 
Made with Aluminum 


are made with 


REYNOLDS G23 ALUMINUM 
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Recession Now at - H ere’s the way the economic outlook shapes up according to the 
Level-Out Point P.A.’s and economists who attended the recent N.A.P.A. Annual 
‘onvention in Chicago: 


4h 


@The bottom of the business decline has just about been 
reached. 


+44 4-44-4444 -4..4-4 4-44-4444 4-9-4 


@ Recovery will be very gradual. 

@ Second half of 1958 will show an improvement over the 
first half. 

More specifically, this is what the economic panel at the con- 
vention generally agreed will happen: 

@ The low in industrial production this year will be closer to 

* an FRB Production Index reading of 120 than it will to 130. 

@ The January index level of 133 will prove to be the year’s 
high. 

@ The index for December '58 will be a few points above the 
low of the year. 

@ New plant and equipment spending will not turn up until 
after mid-1959. 
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Reverse Inventory One of the economic panelists, Martin Gainsbrugh, chief 

Policies economist, National Industrial Conference Board, blamed inven- 
tory cutbacks for at least 50 per cent of the layoffs that have 
been made in manufacturing. He said the inventory reduction has 
already been so sharp that he expects a reversal of the trend 
before the end of the year. 

He éalled the possibility of change‘in the inventory cutback 
policy the “most promising single source of an early bottoming 
out of the current recession.” 

“It’s true,” he said, “that sales-inventory ratios are still rising 
in some industries, even after two quarters of liquidation. But 


INDUSTRIAL PRODUCTION 











The two point drop in = & 
the FRB Industrial Pro- . 
1 





duction Index during 
April means that output 
by the nation’s mines 
and factories is at its Fed. Res. Index '47-'49 —100 
lowest point since Octo- | | | 

ber 1954. 
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Cities 





Crane globe valve in 


Cities Service Refining Corp. uses hun- 
dreds of valves at its Lake Charles, La., 
plant. Maintenance and replacement 
costs could be staggering, but for careful 
control of valve selection. 

For example, the Crane 6-inch, 300- 
pound steel globe valve shown above was 
installed at the Lake Charles plant 14 
years ago. Working at 250 psi., 600 deg. 
F., the valve is used in the steam line to 
a turbine-driven feed-water pump. 


In spite of its operation 3 or 4 times 
a week, this sturdy Crane valve has con- 
tinued tight in service and has required 
no repairs in 14 years! 

Thrifty buyers want no better reward 
than the kind of cost-cutting, depend- 
able service they get when Crane valves 
are installed. 

That’s why in the petroleum industry, 
as in all industries, you'll find more Crane 
valves used than any other make. 


This is the valve used on 
installation above. CRANE 
151XR, 300-pound cast 
steel globe valve for 850° F. 
maximum temp. Sizes: 2 in. 
to 8 in. For full details, see 
your Crane Representative, 
or write to address below. 


Cc RAN E VALVES & FITTINGS 


PIPE © PLUMBING « 


KITCHENS °* 


HEATING 


* AIR CONDITIONING 


Since 1855—Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 
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Expect Second Half 
Business Pickup 


Still Some Shocks 
To Come 





Pulse of Business 


demand has held up so well in the face of this correction.” 











CONSUMER CREDIT OUTSTANDING 


| va ; . > 
short- and intermedicte-term | Economists are 


lincreasing- 
ly concerned 
about the re- 
cent drop in 
consumer 
credit. This has 
been one of the 
strong supports 
| of the economy 
ever since the 
instaliment Credit end of World 


(end of month) | War IL. 


1 


| 

















20 v— 4 Teveeweeeeeeunr ii Ji dh dbus 
1955 1956 1957 1958 
what is encouraging for the outlook later this year is that final 


Mr. Gainsbrugh felt that the outlook for plant and equipment 
pending is not reassuring, “This type of excessive inventory 
overcapacity in many of our major industries—will take longer to 
correct,” he said. “The excesses of investment booms are cor- 
rected by shutting down uneconomic plants or by writing off high 
cost capacity as well as by postponement or cancellations of 
new capital appropriations.” 

Overall, however, Mr. Gainsbrugh, said he expects the favorable 
effect of change in inventory policies to at least neutralize the 
expected decline in plant and equipment spending. This, coupled 
with a modest rise in housing outlays, an increase in govern- 
ment spending, and stability of both consumer spending and 
foreign demand for U.S. goods, may mean that there will be 
a mild business upturn late this year he declared. 


Reporting on a special N.A.P.A. survey of purchasing agents, 
Chet Ogden, head of the Business Survey Committee reported: 

@ That 72 per cent of the P.A.’s surveyed believe the second 
half of 1958 will be better than the first half. Twenty-six per cent 
believe it will be the same; only two per cent expect second 
half business to be worse. 

@ However, in comparing second half 1958 with the same 
period in 1957, only 13 per cent believe there will be an improve- 
ment, while 40 per cent think it will be about the same, and 47 
per cent are convinced it will be worse. 






John Langum, Business Economics, Inc., another member of 
convention economic panel was more pessimistic than rest. He 
said “major shocks” still lie ahead; that unemployment will be 
higher later this year than it is now. Profits will be just as 
poor in the second and third quarters as in the first. 

However, the general view of the panel—as well as that of most 
of the P.A.’s at the convention—was one of mild optimism. The 
general feeling is that the worst is over and that the second half 
of the vear will see the economy making a gradual recovery. 











World’s first twin propjet transport 
flies with Bridgeport Aluminum 


Fairchild’s revolutionary new F-27—world’s first twin propjet 


transport—is ready to go into service as a principal short-haul and 


feeder-line carrier. Its outstanding features are high performance 
FAIRCHILD 


characteristics—propjet speed, reduced vibration and lower sound 
= level, deluxe air-conditioned pressurized cabins and economical 
operating costs. 

Playing vital roles in these modern 300 mph-plus class trans- 
ports are light, high-strength Bridgeport Aluminum Extrusions. 
The new Fairchild F-27 is one of the many leading aircraft—both 
military and commercial—that rely on Bridgeport Aluminum Ex- 
trusions for dependable performance. The close tolerances . 
excellent finish . . . fast, on-time deliveries and other plus advan- 
tages make Bridgeport a dependable source for supply when high- 
strength aluminum extrusions and forgings are required. For 
prompt, dependable service, call your Bridgeport sales office. 


NEW ALUMINUM EXTRUSIONS BOOK. Write on 
your firm’s letterhead for a copy of Bridgeport’s new 
130-page handbook with complete information on 
standard shapes available, alloys, properties, limits, tol- 
erances, joining, etc. 


BRASS For the V newest WM 


= BRIDGEPORT, ALUMINUM 


Aluminum Extrusion and Forging Facilities at Adrian, Michigan 


Bridgeport Brass Company, Aluminum Division, Bridgeport 2, Connecticut * Offices in Principal Cities 
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P.A.'s Report Slight 
Employment Pickup 
e Special N.A.P.A. Poll 
Shows Labor Concern 


e Recession At Bottom, 
Survey Indicates 


A SLIGHTLY IMPROVED 


employment situation is gener- 


ally reported by purchasing 
agents in recent business sur- 
Vveys. 


; 


Following the barely percepti 
ble pi kup of 
month, P.A.’s surveyed by the 


the previous 


National Association of Pur- 
chasing Agents and the Chica 
vo and Cleveland associations 
note some mildly optimist 


signs from the labor situation in 


their industries last mont] 


In the N.A.P.A. poll, nine per 


cent of the purchasing execu 
tives—the highest number since 
last November indicate im- 
proved employment conditions 
The general consensus is that 
their companies’ employment 


positions are better. 

However, some dark spots are 
pointed out by purchasing 
agents, especially in the majo 
manufacturing communities. 
Some mention 12 to 14 per cent 
unemployment in their 
and “tend to lend a generally 
pessimistic note to their busi- 
ness survey reports.” 

The Chicago association re- 
ports “a very slight improve- 
ment” in April. Eight per cent 
of those questioned say that 
their companies increased pay- 
rolls, compared with 4 per cent 
in March, 

Even though 39 per cent de- 
clare that their companies ex- 
perienced additional layoffs, this 
-was still four per cent lower 
than the previous month. 


areas 


1958 





May 26, 


The P.A.'s Outlook 


Pulse of Business 











BUSINESS CONFIDENCE 


How P.A.'s feel about the short-term economic outlook. 
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The fourth straight rise in Purchasing Magazine’s Business Confidence 
Index brought this sensitive barometer up to 66.5. The index jumped a 
point this month indicating a continued belief by purchasing agents 
that the economic outlook for their industries would improve during the 


months of June and July. 


The Cleveland group is not as 
optimistic, noting “the down- 
ward trend in employment, 
halted briefly last month, has 
continued in April. Optimism 
concerning the immediate future 
is not very widespread.” 

lor example, the survey notes 
that 50 per cent of the commit- 
tee members report additional 
layoffs or workweek reductions. 
Other companies, it continues, 
“have not actually reduced their 
personnel but resorted to a 
shorter week,” 

A special survey by the N.A.- 
P.A. Business Survey Commit- 
tee, released at the national con- 
vention by chairman Chester F. 
Ogden, indicates that P.A.’s are 
watching the labor situation 
very closely. 

“Purchasing executives are 
concerned about the large num- 
ber of contracts that must be 
negotiated this year,” he said. 
Purchasing agents believe ex- 
cessive wage increases or pro- 
longed strikes would have a det- 


rimental effect on the economic 
picture for the rest of the year, 
he added. 

In the PURCHASING Magazine 
Business Confidence Survey, a 
record 91 per cent of the pur- 
chasing agents assert that the 
recession downtrend has been 
stopped. And 63 per cent of 
them are betting on a pickup in 
business during the next three 
months. 

This burst of confidence in the 
short term economic picture 
brought the Business Confidence 
Index up to 66.5. Since January 
of this year, the index has risen 
a sharp 24 per cent. 

In the May survey, 13.2 per 
cent predict much better busi- 
ness by the end of July; 50.3 per 
cent see a slight business im- 
provement; 27.5 per cent believe 
the current level will continue; 
7.7 per cent expect a slight de- 
cline; and 1.8 per cent say that 
the business outlook will become 
much worse within the next 
three months. 
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RISTOLOY 
Controlled Quality 


GEAR STEEL 


Gears are a special steel problem. Controlled grain 
size, freedom from porosity, segregation, and non- 
metallic inclusions are essential. Chemistry is critical. 


For these reasons, gear manufacturers insist upon 
electric furnace steels. Aristoloy, produced by the elec- 
tric furnace method under stringent controls, from 
raw materials to melting, meets these requirements. 
Aristoloy billets and bars in a wide range of A.1I.S.1. 
analyses are available in carburizing and through- 
hardening grades. For assistance in selecting the 
best material for your job, call or write. A Copper- 
weld Field Metallurgist will be glad to work with you. 


T ARISTOLOY | 
TEELS | 


New Leaded Steel 
Catalog now avail- COPPERWELD STEEL COMPANY 


a ae ssaaaal Aristoloy Stee/ Division 
4029 Mahoning Avenue + Warren,.Ohio 


Export: Copperweid Stee! international Co., 225 Broadway, New York 7, N.Y, 
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Business Trends 


e Belief Spreads that Recession 
Is Near Levei-Out Point 


e But the Economic Statistics 
Are Still Pointing Downwards 


1 
: ONVICTION is mounting that the recession 
may have just about hit its low point (see p. 7). 
However, the more important economic statis- 
tics do not as yet reflect this feeling. It’s hoped 
that the reason for this disparity is the time lag 
between what’s happening now and what was 
happening at the time the statistics were com- 
piled. 

Though the major economic indicators are 
still moving down, it appears that many of them 
are declining at a slower rate. 


Industrial Production: FRB Industrial Pro- 
duction Index dropped two points in April to a 
reading of 126 (adjusted; 1947-'49—100). Once 
again the drop was restricted to the durable 
goods industries. Output of nondurables was at 
the same rate as in March. 


Gross National Product: The recently re- 
leased figures for the first quarter show GNP 
Was running at an annual rate of $422 billion. 
This is $10.6 billion less than in the final quar- 
ter of 1957 and is the lowest rate since the final 
quarter of 1956. 

The GNP report shows clearly the severity 
of recent inventory cutbacks. Earlier estimates 
had placed the first quarter inventory reduc- 
tion at an annual rate of $7.2 billion, but the 
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Machine Tools 


(metal cutting type 
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“Thanks, Ed. 
Your little 
match trick 
just saved us 
$25,000.” 
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Changing to a seemingly more efficient method may 
not always add up to the best answer. For example, new 
packaging instructions solved a handling problem 
for a large user of cold rolled sheets, but created a new 
problem by adding about $3 per ton to their steel cost. 


Their lifts of steel had been coming in on crosswise 
skids, and when the fork-truck picked them up the 
ends sagged. This made handling difficult and haz- 
ardous. To overcome this problem they decided to 
lave their sheets packaged on solid platforms which 
would provide support. This solved the handling prob- 
lem, but the added cost bothered Ed Robinson-one of 
Inland’s packaging and loading specialists. 


Visiting the user's plant, Ed watched the unloading 


STEEL C 


Monroe Street - Chicago 3, Illinois | Sales Offices: Chicago 


— 
( y 


- Milwaukee - St 


West 
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operation and came up with 
demonstrated with 
sheets packaged on 


another idea, which he 
matches: “Why not order your 
lengthwise skids?” he asked 
“Inland’s shipping department will place wood 
blocks on the truck bed before loading your steel 
Then your fork lift truck can get under the lifts easily 

and you won't have to pay extra for special platforms.” 


Some people might call Ed’s concern a bit out of the 
ordinary. At Inland we think of it as normal follow- 
through. Whether it’s help in specifying the right kind 
of steel for the job, advising on production procedures 
or aiding with material handling, Inland’s sales and 
field representatives 


are constantly working to 


provide their customers with a complete steel service. 


fe 


| * 


Paul - Davenport - St. Louis - Kansas City - Indianapolis - Detroit - New York 


Other M embers of the Inland Family 

JOSEPH T. RYERSON & SON, INC. 

INLAND STEEL PRODUCTS COMPANY 

INLAND STEEL CONTAINER COMPANY —DIVISION 
INLAND LIME & STONE COMPANY — DIVISION 
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Foreign Trade 
final figures showed stocks were being reduced 
at a $9 billion per year rate during the first 
quarter. This means the inventory cuts were 
much deeper in the first quarter than they were 
in final quarter of ’°57 when stocks were being 
used up at a $2.7 billion per year rate. 


Personal Income: At $342.8 billion (annually) | 
in April was a little more than $500 million | ll oe 


ry . . MA i JUL AUG S OCT *) C JAN 
above the March rate. The increase was mainly ese . oo a os ~ ro a on 
vo s92 











in the form of government transfer payments 


(unemployment insurance, social security, etc.), FINANCE 


while wages and salaries fell by $500 million. 





Labor: Unemployment remained at 5.1 mil- 
lion. The manufacturing workweek, in April 
reached a new postwar low of 38.3 hours. 47 + — 
Weekly earnings of factory pre duction workers — + 
fell off again to $80.81, 64¢ less than in March. } 


| 
+ 


Steel Production: Continued to slump in 
April as output totaled 5.5 million’ tons, 
700,000 tons under the March figure. However, 
a slight increase in production has been noted || | 


INSTALLMENT 











+ + 
Federa! Reserve Boord 
i i A i 





so far this month. 28° GPR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR 
First quarter figures reported by the Ameri- — 1958 

can Iron & Steel Institute show that during the 

first three months steel shipments totaled 13.9 





90 7 


| 
cans , oe 
million tons compared with 22.7 million tons + 
in the same period last year. , | 














Foreign Trade: Exports contine to run 


considerably under year-ago figures. Import 1a | 
° ° ~~ | | 
buying is also down, though less than exports. : _ ae 
. ‘ 2 SE CA a Ce Ea Te A € 
nr | ZT 
Housing Starts: Rose substantially in April ? | ee pee | A ae ee 
to a 950,000 per year rate. This was an eight | | Dow Jones Industr 
per cent increase over the March level but OMaeseie eee iis 
° . . . G C v J 1A APR MA 
still below the year-ago figure of 962,000. 1957 1958 : ined 
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BASIC MODEL 








Model 608 

Steel back panel, bottom shelf, backboard, cabinet type bench 
legs, a choice of top materials—steel, Presdwood, laminated 
wood, ShopTop or any special material you may need. 





Typical installation of HatioweLt cabinet benches. 














Space Engineering with Standard Units 


Extreme versatility is a cost-cutting feature of all standard 
HALLOWELL Shop Equipment 


There are big cost-cutting advantages in space-engineering plant areas 
with standard HALLOWELL Shop Equipment. For example, the extreme 
versatility of this equipment: the simplicity with which drawers and 
drawer tiers, sliding doors, electrical and testing panels, storage wall 
units, shelves and other standard interchangeable accessories can be 
added; the ease with which units can be rearranged to meet changing 
conditions. And advantages like these: HALLOWELL Shop Equipment is 
easy to keep clean, can be wiped free of industrial soil; will last indefinitely 
—a number of HALLOWELL steel benches are still in excellent condition 
after more than 30 years’ use. 


Consider, too, the ease of purchase and the speed of delivery. The standard 
line of work benches, shop desks, stools and chairs, tool stands, cabinets, 
storage walls, and shelving are stocked by leading shop equipment dealers. 


Ask the authorized dealer nearest you for complete information. Or 
write Columbia-Hallowell Division, STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


Ideal for toolrooms, testing laboratories, instrument 


ops 


in fact, wherever precision work is done. 


Jenkintown + Pennsylvania 


Standard Pressed Steel Co. © The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. e National Machine Products Co 

e WNutt-Shel Co. @ SPS Western e Standco Canada ltd. e 
Unbrako Socket Screw Co., ltd 
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e Weakness Continues 
In Nonferrous Markets 


e Lead Price Drops 
Again, Now at 11'/2 Cents 


— 
l HE NOTICEABLE ABSENCE of strength 
in nonferrous metals since the beginning of the 
year continued in recent weeks. With metal 
fabricating plants taking the brunt of this 
capital goods recession, suppliers of primary 
metals are searching for new markets and new 
uses in old markets. 

part of the 
agents see it: 


Here’s a story as purchasing 


Lead: The second cut in the price of lead 
within 45 days brought the cost down to the 
lowest level since July 1951. It’s now selling for 
1114¢ a pound. The industry is still troubled by 
the competition of imported lead. 


Zinc: No marked improvement in demand for 
zine has been forthcoming. The galvanizing in- 
dustry is buying on a sharply reduced basis, 
while the diecasters and the brass mills are 
doing even less buying. 


Copper: The price (at this writing) held at 
25 cents a pound, despite the fact that Ameri- 
can producer stocks rose in April to the high- 
est level in almost 19 years. Although 
foreign and domestic producers closed or cut- 
back production, worldwide stocks rose to a 
new record. 


some 


Turn Page 





lead 


(common grade, N.Y.) 





+ + 
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Wholesale Commodity Prices 
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Structural Products 
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All Commodities 
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Farm Products 
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(108 alloy) 














Zinc 


rime western, E. St 


4 





+ 





Jud SE SEEE eT eee SeSeeteegl 








JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY 
1957 1958 





order 
POLYPENCO’ 
INDUSTRIAL 
PLASTICS 


a 


s 
Whether your company is a small manufacturing plant or an indus- 


trial giant —the benefits of working with The Polymer Corporation 
are equally important and effective to you. 


Products of The Polymer Corporation 


POLYPENCO Nylon stock shapes 

NYLAFLOW © Pressure Tubing 

POLYPENCO Teflon? stock shapes 
FLUOROSINT™* TFE fluorocarbon molded parts 
POLYPENCO Q-200.5 (Cross-linked polystyrene) 
POLYPENCO K-51 (Chlorinated polyether) 
FERROTRON* Ferromagnetic materials 
NYLATRON © Filled nylon molding powders 
NYLASINT” Finely divided nylon powders 
WHIRLCLAD* Finishing Process 

CORVEL* Fusion Bond Finishes 


Time after time, original orders have ended with a POLYPENCO 
industrial plastic being written into a long-term specification. 


The reason is Polymer policy —an important plan we believe vital to 
purchasing agents today. Here’s what it provides: 


e Industrial plastics of quality stand- service to speed and simplify produc- 
ards unmatched in the industry—for — tion application. 
dependable cost saving production, 
and utmost reliability of finished 
product. 


e Convenient stock shapes... custom 
extrusions . . . complete fabrication 
service—for your individual require 


; : ments 
eA wide selection from warehouse 


stocks in major cities, coast to coast e Continual research to develop ever 
for fast delivery. newer, ever-finer industrial plastics 

to answer new challenges of today’s 
ee a ae a ee ee e Helpful working data and technical industry. 


Dupont trademark 


“Trademarks of The Polymer Corporation 


The Polymer Corporation of Penna. 
National Polymer Products, Inc. 
Polymer Processes, Inc. 

Halex Corporation 


Write today for complete data on any 
of these products or services and _ the 
name of your nearest supplier. 


Subsidiaries of 


ee CORPORATIO POLY PENCO’ 


mes 


Export: Polypenco, Inc., Reading, Pa., U.S.A. 
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Price Trend: 








Steel Scrap : Fuel Oil 


(no. 1, heavy melting Pitts.) (no. 6, barge, N.Y 


$$$ —___._ —_ 























Fuel Oil: Stock of distillate and residual 
fuels continued to rise in the wake of declining 
industrial production. With domestic refinery 
runs and foreign imports both rising, many 
good buys are being offered to P.A.’s 





Aluminum: Even though the industry is 
operating at about three-quarter capacity, cur- 
rent consumption is still less than production. 
Further production curtailment is scheduled 
next month, but this not expected to be enough 











to change the current over-supply situation. 


Steel Scrap: No real signs of any pickup here 
yet. While foundries have been dding some 
buying, purchases by the mills are still a sore 
spot. The declining export market, too, has its 


effects on the relative instability of the serap 





(no. | rib smoked sheets 


price. 


Wholesale Commodities: The Bureau of La- 
bor Statistics reported the first decline in the 
Wholesale Commodity Index in April, when 
it fell .3 points to 119.4. Thus, list prices of 
some commodities are falling “officially,” after 
many weeks of selling by suppliers at prices cu nT OCT DEC JAN FEB MAR APR MAY JUN 
substantially below list. As Chester F. Ogden 1958 
said at the National Association of Purchasing 
Agents convention, “our members tell us that 
they are not paying more, but are paying rather 
less for the goods they buy.” 














Leading the price decline was farm products 
which fell from an index reading of 100.5 in 
March to 97.9 in April. 


Miscellaneous: Among the price cuts an- 
nounced recently’ are these: Hyper-pure sili- 
con by DuPont, rare-earth oxides and salts by 
the Nuclear Corp. of America and copolymer 
emulsion and beads by Colton Chemical Co. 


Cotton 


16, New Orleans) 
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You find Gates Hose where anything flows 
St. Lawrence Seaway — one of the biggest con- 
struction jobs in the world — employs thousands 
of feet of Gates Type 19B Hose. Shown here is 
Long Sault Dam. 


(PHOTO COURTESY NEW YORK POWER AUTHORITY.) 


Industry has in use today 


more than 4000 MILES 
of Type 19B° Gates Hose 


..and industry all over the world uses equally im- 
pressive amounts of the air, water, steam, suction 
and many other hoses in the full range of types and 
sizes made by Gates. 

Back of this world-wide acceptance is a con- 
tinuing program of specialized hose research at the 
multi-million dollar Gates Research Center staffed 
by more than 200 chemists, physicists, engineers 
and technicians. 

It is the aim‘of this specialized research to in- 
crease hose utility and life, and to lower industry’s 
annual hose costs. 


Because Gates Hose is so widely preferred, it is 
quickly available from leading distributors in all 
industrial centers in the United States, and in 90 
countries throughout the world...and its outstanding 
performance is guaranteed by the World’s Largest 
Maker of V-Belts. 


*Gates Type 19B Hose carries air, water, coolants, 
oils, greases, gasoline, kerosene, or solvents. This pop- 
ular hose—one of many in Gates full line—is always 
available from your nearby Gates Distributor. 





The Mark of Specialized Research Fates) ‘The Gates Rubber Company e Denver, Colorado 





ates ; Industrial Hose 


Made in a Full Range of Types and Sizes ; 


TPA 
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e New Orders Fail to 
Keep Up With Deliveries 


V ALUE OF manufacturers’ shipments in 
March increased from February by a less than 
seasonal amount. Incoming new orders were 
up almost in line with seasonal expectations, 
but unfilled orders declined as deliveries con- 
tinued to be greater than the inflow of new 
business. 

Sales of durable goods manufacturers were 
off, with the decline sharpest in the automotive 
industry. Book value of manufacturers’ inven 
tories declined $400 million from February to 
March. Three-fourths of the $400 million inven- 
tory cut was accounted for by the machinery 
and motor vehicle industries 

Despite the fact that inventories have been 
cut drastically, the reduction in stocks has not 
been as severe as the decline in sales. As a re- 
sult, the inventory-sales ratio has continued to 
edge up. 




















Manufacturers’ Sales 





Seasonally Adjusted (Millions of D 


Dec 





All Manufacturing Industries 
Durable-goods industries 
Primary metal 
Fabricated metal 
Machinery 
Transportatic n equipment 
Lumber and furniture 


Stone, clay, and glass 


Nondurable-goods industries 
Food and beverage 
Tobacc 
Textile 
Paper 
Chemical 
Petroleum and coal 
Rubber 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of D 
All manufacturing industries 
Durable-goods industries 
Primary metal 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 


Stone, clay, and glass 


Non-durable goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemical 
Petroleum and coal 


Rubber 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 
Durable-goods industries 
Nondurable-goods industries 


26,690 
13,092 
2,073 
1,431 
3,954 
147 
851 
654 


598 
337 
392 
999 

861 
890 
2.654 


427 


520 
148 
269 
0864 
374 
801 
1,827 
1,270 


22,372 
4,689 
1,924 
2,679 
1,444 
3,820 
3,644 
1,092 


066 25,060 


13,853 11,399 
14,213 13,661 


52,445 

30,266 
4,297 
3,041 

10,101 
7,285 
1,803 
1,249 


22.179 
4,660 
1,911 
2638 
1,453 
3,848 
3,542 
1,087 


24,020 
10,598 
13,422 





(r) Revised 
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STESS 1 PSUS IN ACTION: TECHNICAL ASSISTANCE 


erican Bridge Division of U.S. Steel fabricated and erected ball fields and it weighs 1150 tons. Our construction crew weldec 
this steel truss roof for the Air Force Academy dining hall, the trusses together on the ground, set 16 columns in place, 
e the walls were in. And what a roof! It’s as big as two foot- then jacked the roof up 24 feet to the ‘top of the columns 


American Bridge + American Steel & Wire and Cyclone Fence + Columbia-Geneva Steel + Consolidated Western Steel + National Tube + Oil Well Suppi 
Tennessee Coal & Iron « United States Steel Homes + United States Steel Products + United States Steel Supply and Gerrard Steel Strapping 
United States Steel Export Company « Universal Atlas Cement Compan’ 


PURCHASING 





STEEL, 1 PLUS IN ACTION: 
FACILITIES 


_ Tosupply customers with the specialty prod- 
ucts required for today’s—and tomorrow’s 
—critical applications, U. S. Steel equipped 
its Homestead Works with new facilities to” 
heat-treat large plates of Stainless and USS 
“*T-1""* Constructional Alloy Steel. These 
facilities have resulted in products having 
higher, more uniform mechanical properties 





and improved flatness, and have made them 
available in quantities to meet our cus- 
tomers’ growing requirements for these 


special steels. 


STEEL, PLUS IN ACTION: 
RESEARCH 


U. S. Steel research teams conduct “‘creep” 


and “rupture’’ tests to determine how long 
it takes metal, at very high temperatures, 
to distort and break under a load. This type 
of information is vital, not only to develop 
better grades of steel, but to help designers 
select the best materials for equipment that 


has to function under extreme heat. 


STEEL» PLUS IN ACTION: 
MARKETING ASSISTANCE 


The tremendous selling power of national 


television promotes the products made by 
U.S. Steel customers. Here, during a “Steel 
Hour” commercial, Sheila Jackson and Jack 
Brand tell thousands of farm owners about 
the advantages of factory-built steel build- 
ings for the farm. Result: more customers 
for our customers. 


United States Steel 
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Seu ese ae ease Bee See ee ey 


(ean) 
LOOK AT THIS 
New 
Cutting Edge 

Protection 


for World’s Fastest 
Cutting Saw Bands! 


Saw Bands 


now wear this new plastic saw cap! 





To provide full protection for the fine cutting tool it is, 
Demon High-Speed Steel Saw Band now comes to you in 
this continuous plastic shield. No nicking . . . no chipping 


Demon, ... no scoring . . . no dulling. No harm can come to its 


yrecision qualities in coiling, shipping, handling. 
] 


No added cost for this protection 


to all Demon, Saw Bands: 


AVAILABLE IN THREE a ot? —— = lite tn 
sees Fuses In this new era of production when band machining is 


replacing costlier practices iri thousands of plants, the Demon 
Precision" Blade brings extra speed, extra earnings, extra production 
advantages. Indeed, here is cutting performance so remark- 
Buttress @ able that these high speed steel saw bands outlast carbon 
steel saw bands up to 30 times . . . give you ten times the 
cutting speed in cutoff and contour sawing. 


Right now—get all the facts about Demon HSS Saw 
Bands, the precision-protected saw bands that radically cut 
costs through super-speed, super-long sawing service. Call 
your local DoALL store, or write: 











; 4 Free— —_ 
Your DoALL Store x SAW SELECTOR 
In The i] 2 WALL CHART 


“Yellow Pages’ Get Yours THE DoALL COMPANY bes Plaines, Illinois 


This isa ; 
typical DoALL store. MACHINE TOOLS ceseesesseseese CUTTING TOOLS sesscsesseceeee INSTRUMENTS soerccreseee IN STOCK 
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Tax Cut Thinking Shifts From 
“Whether”—to “What Kind 2” 


QO vrstion up until now has 
been whether or not to cut taxes 
Issue is swinging around to how 
much, and what kind of cut 

Reason for the change is sim- 
ple. The recession is slowing, but 
there are no new positive forces 
coming into the market. The plus 
force will have to be put there 
by government. 

There 


signs 


have been good 
Aviation industry has be- 
gun to show the large input of 
military buying. Military purchas- 
ing is beginning to show up at the 
level. New orders 
being placed at a fast clip. 

During the first quarter of this 
year, military buying totaled $4.6 
billion. During the current quar- 
ter, it will be stepped up to $5.4 
- billion. These totals compare with 
$2.1 billion during the third quar- 
ter of 1957, and $3.9 billion for 
the fourth quarter.. 

This trend shows up in the cur- 


some 


factory are 


rent reports of an increase in the 
billings by the aircraft industry 


New Orders Lag 
Other trends show inventories 
still being liquidated—but at a 
rate. New still 
have not swung up 
Sales are still in decline. As a 
result, the ratio of 


slower orders 


inventory to 
sales is still going up. 

Sick pup is still the durable 
goods segment. Farm economy is 
up. Non-durables holding 
steady. In the durable goods area, 
autos are the major problem 

With this backdrop, it becomes 
that some new force will 
have to be injected. The series of 
Federal Reserve for 
“cheaper” money have apparent- 
ly not been enough. 

Problem of what to do is com- 
plicated by the fact that there 
is not just one problem—there are 
several. Large overhang of un- 


are 


clear 


moves by 


May 26, 1958 


sold autos is one of these. Auto 
sales are at a low level, and stocks 
in dealers’ hands are high. 

Here elimination of the excise 
tax could help liquidate stocks. 

Number of jobless is another 
serious blight on business. Im- 
proved auto sales would help, but 
it is quite clear that employers 
will not rebuild their labor force 
in the same number as prior to 
the recession. 

There will be a cutting back in 
the industrial labor force, reflect- 
ing new machines, new methods. 
So, an excise tax cut will not 


‘solve everything. 


To provide employment for 
those whom industry cannot ab- 
sorb, the general proposal is for 
an enlarged public works pro- 
gram. 

Public works does provide em- 
ployment, but takes years to get 
fully underway. 

A cut in personal income taxes 
would represent a sop to “Mr. 


Labor Secretary 
Mitchell said he 
believes the Ad- 
ministration will 
have to make up its 
mind about a tax 
cut within the next 
30 to 60 days. He 
believes a tax re- 
duction is the most 
effective anti-re- 
cession measure. 


Everyman.” To those who are un- 
employed, the tax concession 
means relatively little. To those 
who are employed, the tax cut 
they already have accumulated 
would not stimulate spending, as 
they already have accumulated 
ample savings. The only argument 
for a cut in income taxes is that 
it buoys confidence. 

At best a lower level of in- 
come taxes would merely float 
additional money into the spend- 
ing stream—but would not solve 
the problems of Detroit, Provi- 
dence, R. I., Wilkes Barre, Scran- 
ton and Allentown, Pa.—centers 
of large unemployment. 


Tax Cut on Durables 

Adjustment in depreciation of 
capital goods is being seriously 
considered. Internal Revenue Ser- 
vice appears to favor some 
further allowance for deprecia- 
tion. And President Eisenhower 
has been thoroughly briefed on 
the subject. Much evidence has 





Experience—the extra alloy in Allegheny Stainless 


Spells out 
SERVICE 

in any stainless 
you need... 
when 


you need it! 


You can win only when you buy Allegheny Stainless from Ryerson. Two top names are teamed 
to give you quality stainless, the fastest way possible! 

Allegheny Ludlum is the leading producer of stainless steels in all forms. Ryerson is recognized 
as the top steel service center. It’s a team to bring you the best quality stainless, quick, when 
you need it. 

Ryerson now stocks 2,351 shapes, sizes, finishes and alloys of Allegheny Stainless. It’s the 
most complete line of stainless anywhere! And Ryerson takes the inventory cost from you, gives 
you as quick service as your own stockroom. 

Whether your order is for Allegheny Stainless sheet, plates, bars, or whatever, Ryerson has it 
in stock. Trained salesmen and technicians to help in selecting or in fabricating are at your 
beck and call. 

For top quality Allegheny Stainless from warehouse stocks, call Ryerson. Allegheny Ludlum 
Steel Corporation, Oliver Building, Pittsburgh 22, Pa. 


wsw. 726 


ALLEGHENY LUDLUM 


for warehouse delivery of Allegheny Stainless, call RYERSON 
Export distribution: AIRCO INTERNATIONAL 
EVERY FORM OF STAINLESS . EVERY HELP IN USING IT 
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been supplied to Congress show- 
ing that depreciation practices on 
equipment are wholly unrealistic 
In hearings before Congressional 
committees, witness after witness 
pointed out that the tax amortiza- 
tion schedules did not take into 
account that equipment becomes 
obsolete in a technical sense long 
before it is outmoded in a physi- 
cal sense. Also, amortization doe 
not take into account the infla- 
tion in prices for equipment 

For the purchasing agent buy- 
ing equipment, tax depreciation 
allowances can be of equal im- 
portance with price of the re- 
placement machinery in the tim- 
ing of a purchase. 

Likely outcome is a mixture of 
tax remedies, shaving off in sev- 
eral areas. Look for action before 
end of June. That is when the 
corporation taxes and a number: 
of excise taxes die. Congress is 
bound to extend some of those 
taxes, and any tax changes will 
come in the process ol uch ac- 
tion 





Office workers reach for checks of 
nearly $100 being handed out by 
mortgage company head Jay Kis- 
lak as part of Miami’s “Buy Now” 
campaign. Mr. Kislak stipulated 
that the money was to be spent, not 
banked. 


May 


e Seek Solution to 
Machine Tool Slump 
Foreign competition comes to 

the fore, as the domestic market 

drops off. 

Latest industry to complain is 
machine tools. Tool builders re- 
port that with lower wage rates, 
European tool builders have been 
shipping to the U. S. market at 
prices 40 per cent below domestic 
levels. This lower price is offered 
even after payment of the 15 per 
cent import duty. 

Tool industry suggests either 
higher tariffs or a quota system 
limiting the number of tools that 
can be imported. And some tool 
builders see European branch 
plants as the solution. 


What Will Happen? 

Problem basically is very simi- 
lar to the nonferrous metals. Low- 
er mining costs and richer ores 
have put foreign sources in a 
strong marketing position. 

Domestic interests initially 
pressed for high tariff, but the 
government is swinging behind a 
price support plan as against 
tariffs. Reason is that 
tariffs can cut two ways, and 


higher 


foreign producers might still be 
able to undersell the U. S. pro- 
ducers, even with higher tariffs. 

Present approach is that the 
problem is a combination—over- 
production and under-consump- 
tion. Price squeeze has cut into 
output—and stockpiling enlarges 
the market, even though arti- 
ficially. 

Government will likely take a 
similar approach to machine tools 

it. will be against increasing 
tariffs; will probably try to stimu- 
late machine tools through ac- 
celerated depreciation allowances. 


e FTC Studies Sharp 
Selling Practices 
Two federal agencies—the Fed- 

eral Trade Commission and the 

Justice Department’s Anti-trust 

Division—prosecuted more vio- 

lations of laws controlling busi- 


SAFE, SURE 
SHIPPING! 


Continental 
Steel Containers 


Positive protection 
Superior lithography 
Fast delivery 
Top quality 
Full line 
Re-usable 
@ Famous Continental service 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 
available to help you solve any pack- 
aging problem. 








Fiaring Pails Tight-Head Pails Lug Cover Pails 








PERMA-LINED TO 

PROTECT HARD-TO- 

HOLD PRODUCTS 
Airless hot sprayed 
enamel lining assures 
complete interior cov- 
eroge, guarantees 
100% protection. 


CONTINENTAL (C CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Centra! Division: 135 So. La Salle St. Chicago 3 
Pacific Division; Russ Building, San Francisco 4 
For More Information Write No. 170 
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OVER 1500 ITEMS 
for Business, 


Industry, 


institutions 


FIRST 


IN QUALITY DESIGN 


FIRST 


IN BUYER PREFERENCE 
VOTED 5TO1 


FIRST 


IN RANGE OF PRODUCTS 
MORE THAN 1500 ITEMS 


FIRST 


IN LOCAL DEALER SERVICE 


See Your LYON Dealer! 


He’s as near to you as your phone. He 
offers the world’s most diversified line of 
steel equipment. Equally important, he 
can show you how to get the most for 
your money in saved time and space. 


LYON METAL PRODUCTS, INC. 


General Offices: 533 Monroe Ave., Aurora, Il. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


Lyon also has complete facilities for manu- 
facturing special items to your specifications 


STEEL EQUIPMENT 
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ness competition last year than 
at any other time of recent 
record. 

Stepped-up activity by these 
agencies resulted in a sharp in 
crease in regulatory orders and 
suits during 1957, according to a 
report by Commerce Clearing 
House, national reporting servics 
on tax and business law 

‘The FTC set a postwar record 
by issuing 324 complaints and 213 
cease and desist orders during 
the calendar year, marking 46 per 
cent and 13 per cent increase 
over the previous year. The Anti 
trust Division set a record high for 
the past five years by filing 56 
cases, including 20. criminal 
prosecutions 

Most of the cases filed by the 
Antitrust Division charged price- 
fixing, customer allocation and 
boycotts and included comn odi 
ties like bakery products, beers. 
drugs and toys. Among the FTC’ 
complaints, 52 charged price dis- 
crimination, 130 charged unfai 
or deceptive practices and 102 
charged irregularities involving 
fur or wool products 

However the report noted that 
voluntary compliance with the 
law has been expanding. The FTC 
accepted 1706 assurances of dis- 
continuation of unfair trade prac- 
tices and another 140 matters 
were disposed of through stipula- 
tion. And last week FTC said 
that “sharp” merchandising prac- 
tices seem to be lessening. 


e No Break in Prices 

Government pricing analysts 
see no break in price levels 

Food prices will drop off as 
summer crops come to market 
Consumers are spending as much 
for food as in the boom period 

On all commodities other than 
farm and foods, wholesale prices 
are holding steady. 

There is still no indication of 
distressed selling, but there have 
been reports of distributors sell- 
ing at a lower price than mills, 
and special discounts being off- 
ered by manufacturers to move 
overstocked items. 


—By A.N. Weeksler 
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——s 
Li 
_ Peal ~ 


’ ——— 





ENGINE 
COMPONENTS: 
by LAVELLE 


From propeller spinners and cuffs, to flame holders, shrouds, 
combustion chambers, liners, exhaust nozzles and tail pipe 
assemblies —major manufacturers rely on Lavelle components 
to meet exacting performance standards required of today’s 
turbo prop and turbo jet powered aircraft. 











Lavelle has the seasoned experience plus advanced facilities 
and skilled personnel to produce the most critical engine, 
missile, airframe and radar components to rigid government 
or commercial specifications . . . in stainless steel, titanium, 
aluminum, or heat resistant, high strength nickel alloys. 


Where your performance standards demand dependable delivery 
of precision welded sheet metal components or assemblies at 
reasonable cost . . . see Lavelle for the finest in specialized 
fabricating services. 





Write for illustrated brochure describing Lavelle’s services in detail. a (0 


eq 


LAVELLE AIRCRAFT CORPORATION +» NEWTOWN, BUCKS COUNTY, PA. 
Between Philadelphia, Pa., and Trenton, N.J. 


For More Information Write No. 172 on Inquiry Card—Page 32 
Write No. 173 on Inquiry Card—Page 32> 
29 





Se. Sperkue ass “ 
Entrance to Chicago Plant 





Its a Celebration! 


Our two newest plants are now in operation... 
and our good customers made it all possible. 


Sure, we’re proud of these new plants... 
they’re huge, handsome and as new as to- 
morrow’s headlines. 

They’re a symbol of, continuing progress 
after almost a century of fastener manufac- 
turing. These modern plants represent a new 
conception in up-to-date production methods 
and fast, efficient service to our customers. 


Boiled down it means this: IF YOU WANT 


THE FINEST IN FASTENER PRODUCTS . . . FROM 
"PLANTS 


MODDDD ADD bbb bbb) 


THE MOST MODERN OF ‘‘AUTOMATED 

. EQUIPPED WITH THE LATEST IN MANUFAC- 
TURING, RESEARCH AND ENGINEERING FACILI- 
TIES... CALL ON LAMSON & SESSIONS... today. 


We'll “deliver the goods” when and where 


Dba hhh 


you want them! 


The LAMSON & SESSIONS Ca: 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO ¢ CHICAGO e« BIRMINGHAM 


UB ere & e/eee 















SIMONDS 


| ABRASIVE CoO. 





S 





*Borolon’ } 


TRADE MARK 


GRINDING 
WHEELS 


‘““WE LIKE THEIR COOL 
CUTTING ACTION’’ 





““CORNERS HOLD UP WELL’’ 


**NO OTHER WHEELS 
RUN SO TRUE’’ 





Superior grinding! That’s the theme of these unsolicited 
quotes from users of Simonds SA Borolon wheels—and an 
indication of the efficient job these wheels are doing in 
toolrooms throughout industry. Their superiority is due to 
the single, uncrushed crystal formation of SA Borolon — 
enabling this unique aluminum oxide abrasive to present 
an uninterrupted sequence of sharp cutting edges, free 
from stress. 


That is why these wheels provide faster grinding with 





heavier cuts—plus cool free action that protects expensive 
steels and prolongs useful tool life. For superior results 
use SA Borolon wheels on your grinders. 


Send for bulletin ESA 272 for details, together with 
' ee and grade specifications. 


" ALL YOUR simONDS 


4 a SIMONDS ABRASIVE COMPANY /| 
‘Proven products 
D epencanie know-how 
Q sick sunoly 















AIR GAGING CARTRIDGES 
Where and how to use air gaging cartridges in 
single and multiple dimension gages and inspec- 
tion fixtures is explained in 32-page catalog No 

PGC-58-1. Cartridges size-sense pneumatically 


The Sheffield Corp. 


Write No. 1 on Inquiry Card—Page 32 





BALLASTS 
Bulletin GEL-1310 is a handy guide for quick 
selection of ballasts for fluorescent lamps. A cross- 
reference chart lists the company’s corresponding 
units for five competitive offerings 


General Electric Co. 





Write No. 2 on Inquiry Card—Page 32 





BAR PRODUCTS 
The proper selection of cold finished bar products 
is covered in a 32-page illustrated brochure. It 














supplies technical data on carbon, free machining 
annealed, leaded, alloy and stainless steels 


Republic Steel Corp. 





Write No. 3 on Inquiry Card—Page 32 


COATINGS (METAL) 
Bulletin No. 116 (24-pages) covers preparation 
of metal surfaces for proper application of resin 
bonded lubricant coatings. Techniques of applica- 
tion by spraying or dipping are detailed 


The Alpha-Molykote Corp. 


Write No. 4 on Inquiry Card 








Page 32 


COUPLINGS 


Special quick connect and disconnect couplings 
for guided missile, aircraft use and other applica- 
tions form the text of a 26-page illustrated catalog 
The couplings function from -300 F to 400 F 
Snap-Tite, Inc. 








ae 
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CRANES (OVERHEAD) 


A full line of standard overhead travelling cranes 
is described in a 2-¢ olor, 20-page catalog No. 900 
Capacities are from 1000 Ib to 20,000 lb. Types 


are both single and double girder. 







Write No. 6 on Inquiry Card—Page 32 
For More Information Write No. 175 
<on Inquiry Card—Page 32 
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Information For Your Catalog Files 























Robbins & Myers, Inc. 











CUT-OFF WHEELS 
Booklet No. PG-336 describes cutoff wheeis in 
three bond types: resinoid, rubber and reinforced 
rubber. A table gives suggested gradings for cut- 
off operations, if using proper practices. 

Cincinnati Milling Machine Co. 


Write No. 7 on Inquiry Card—Page 32 


DEBURRING MACHINES 
A 12-page, profusely illustrated, 2-color catalog 
describes automated deburring machines. Their 
applications are detailed. Machines are designated 
according to type of part they deburr 


Acme Mfg. Co. 


Write No. 8 on Inquiry Card—Page 32 


ELECTRIC FEEDER (UNDERFLOOR) 
Catalog 673 (32 pp) discusses electrical supply 
wiring systems for cellular steel floors. Cut-away 
illustrations show mode of installation. Individual 
photos highlight components 
National Products Corp. 


Write No. 9 on Inquiry Card—Page 32 


ELECTRONIC EQUIPMENT 
Facilities for designing and manufacturing spe- 
cialized electronic equipment are described in a 
20-page, 2-color, copiously illustrated brochure 
Test units and control assemblies are covered. 


Jackson Electronic & Mfg. Co. 


Write No. 10 on Inquiry Card—Page 32 


FANS 
Fans combining tubular compactness with cen- 
trifugal performance are covered in a 16-page 
bulletin, No. TC-1-57. Fans are suited to air con- 
ditioning, ventilation and industrial processing. 


Dryer Electric Corp. 


Write No. 1] on Inquiry Card—Page 11 


GLASS PRODUCTS 
Catalog 80-23 discusses in eight illustrated pages 
fabrication, materials, tolerances and applications 
of precision glass products. A table lists uses of 
various types of glass. 


Fischer & Porter Co. 
Write No. 12° on Inquiry Card—Page 32 







GRINDERS 
Precision cylindrical grinders of the 6” Type CH 
and the 10” Type LCH are covered in 16-page 
catalog B-57. Full specifications are supplied. 
Photos and line drawings point up text. 


Land’s Tool Co. 
Write No. 13 on Inquiry Card—Page 32 










GRIPPER SLINGS 
Advantages of using woven wire gripper slings 
for securely handling loads are explained in a 
24-page illustrated catalog. Photos show applica- 
tions. Tables help to select widths and lengths. 
The Cambridge Wire Cloth Co. 


Write No. 14 on Inquiry Card—Page 32 













LUBRICANTS (SOLID FILM) 
Eight solid film lubricants are described in catalog 
No. LB-6-1157. They solve problems of high tem- 
perature (to 1500 F), low temperature (-300 F), 
high loads (225,000 psi) and speeds (30,000 rpm) 

Electro Film Inc, 


Write No. 15 on Inquiry Card—Page 32 








MONOMERS, POLYMERS 


Over 500 monomers and polymers developed for 
research and production use are listed, with 
prices, in Catalog A-7(20pp). It covers many new 
cross-linking agents. é 








The Borden Chemical Co. 
Write No. 16 on Inquiry Card—Page 32 









MILLING (CHEMICAL) 
An illustrated brochure describes facilities for 
chemical milling and metal finishing. The process 
is now replacing many conventional mechanical 
machining operations. 










Anadite Inc. 
Write No. 17 on Inquiry Card—Page 32 







MOTORS : 
A 2-color bulletin, GEA-6718, devotes its eight 
pages to motors for domestic heating equipment. 
It gives full product information: dimensions, 
ratings, sizes. There are cutaway views of each. 


General Electric Co. 
Write No. 18 on Inquiry Card—Page 32 










Information For Your Catalog Files 


PLASTICS 


RELAYS 


SEALS, DIODE CLOSURES 


SCAFFOLDING 


SCREENS (STEEL) 


Full specifications on more than a dozen typés 
of plastics are furnished in a 68 page catalog. 
Plastics can be supplied from stock in sheet, rod 
and tube form to customer’s requirements. ! 


Cadillac Plastic & Chemical Co. 
Write No. 19 on Inquiry Card—Page 32 






LININGS 
Manual LC-58 covers the three most useful types 
of polyvinly chloride lining for corrosion protec- 
tion. A table compares various linings in their 
resistance to miscellaneous corrosives. 
Kaykor Industries, Inc. 
Write No. 20 on Inquiry Card—Page 32 : : 








Almost 200 definitions cf relay terms suggested 
by the National Association of Relay Manufac- 
turers are given in a 16-page booklet. Over 20 
diagrams illustrate contact arrangements, etc. 


Potter & Brumfield, Inc. 
Write No. 21 on Inquiry Card—Page 32 










A 16-page folder, No. 657D, describes over 1000 
different styles and sizes of end seals, crystal 
holders and mounts, transistors and diode closures. 
Line drawings are supplied. 

Hermatic Seal Corp. 


Write No. 22 on Inquiry Card—Page 32 


Full description and installation instructions for 
scaffolding used in construction and maintenance 
work are contained in a 12-page bulletin, PTS- 
18R. There are detailed drawings. 

The Patent Scaffolding Co., Inc. 


Write No. 23 on Inquiry Card—Page 32 : 


How costs of tough screening applications are cut 
five ways is illustrated in‘a 20-page, 2-color cata- 
log. It shows how flat-lock 11% to 14% manganese 
steel screens will work-harden under impact. 
Manganese Steel Forge Co. 


Write No. 24 on Inquiry Card—Page 32 
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For over 50 pees, leading manufacturers in all 
the major industries have used Gripco lock nuts 
to simplify production, lower manufacturing and 
maintenance costs and to improve the durability 
of all kinds of assembled products. To maintain 
this enviable reputation for outstanding product 
quality, the Grip Nut Company of South Whitley, 
Indiana, uses quality-controlled Youngstown 
Scrapless Nut Wire and Bars as basic raw 
material. 

Because it comes to your plant free from all pip- 
ing, injurious seams, laps, die marks, internal 
tearing and cupping, and non-metallic inclusions 
—Youngstown Scrapless Nut Quality Wire will 
provide increased production with fewer rejects 
which adds up to a healthy over-all profit boost. 
Also, its smooth coating extends die life thus 
minimizing costly die replacements. 


YOUNGSTOWN SCRAPLESS NUT WIRE 
Helps Maintain Quality of RiP Lock Nuts 


Youngstown Scrapless Nut Quality. Wire is pro- 
vided in special resulphurized steels as well as in 
standard AISI grades. Cold Heading Bolt Wire, 
of the same high Youngstown quality, is also 
available in all standard carbon and alloy analy- 
ses. Why not phone or write to our nearest Dis- 
trict Sales Office for additional information or 
metallurgical assistance? 


Ne: Mi Mt 3 
il 
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4 


YOUNGSTOWN SCRAPLESS 
NUT QUALITY: WIRE 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 


For More Information Write No. 176 on Inquiry Card—Page 32 
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pay for this much... 


and get this much... . en 


multi-purpose rust 


preventive compound il 


Here’s a new way to whip the rising cost of rust prevention. 
Instead of buying several special purpose preventives, plus 
expensive and dangerous solvents, buy just one . . . Houghton 
Rust Veto M.P., and mix it with water! 


That’s right—Rust Veto M.P. and from 2 to 5 parts plain 
water makes one of the best industrial rust preventives available 
today. In various water-mixtures, it is ideal for between- 
operations protection for parts and for indoor storage. It’s also 
safe to use, because it is mixed with water—no volatile solvents. 


Ask the Houghton Man about Rust Veto M.P., and while you’re 
at it, why not check your rust preventive needs against the 
wide selection of outstanding products in the Houghton Rust 
Veto line? E. F. Houghton & Co., 303 West Lehigh Ave., 
Philadelphia 33, Pa. F 


Free information on other popular HOUGHTON rust fighters 
Check these products against your own rust preventive needs. 


Ask for a free copy of Houghton’s new bulletin on the latest developments—‘Rust 
Prevention by Houghton”. 


Also available, complete information on government rust preventive specifications. 
+ RUST VETO A-2, FOR HIGHLY FINISHED PARTS, TOOLS. Leaves firm, waxy 
film, easily removable. 


« RUST VETO 266, FOR TEMPORARY, PRODUCTION-LINE PROTECTION. Com- 
bination rust preventive, cleaner and fingerprint neutralizer. Displaces water, residue 
and acids. 


+ RUST VETO 377, FOR LONG INDOOR STORAGE. Passes 30-day humidity cabinet 
test at 100°F. 


+ RUST VETO 344, FOR LONG OUTDOOR PROTECTION OF FERROUS AND 
NON-FERROUS METALS. Produces fast-drying, polar-active, asphaltic film. 


RUST VETO 
. @ product of 


Ready to give you 
on-the-job service... 


“ For More Information Write No. 177 on Inquiry Card—Page 32 
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SUBSTATIONS 


A comprehensive description of 
secondary unit substations is con- 
tained in 20-page illustrated catalog. 
Simple radial systems as well as 
secondary selective assemblies are 
included. 


Allis Chalmers Mfg. Co. 


Write No. 25 on Inquiry Card—Page 32 


SULFUR DIOXIDE 


A 15-page 2-color booklet discusses 
sulfur dioxide at length. It points 
out uses in widely different indus- 
tries and describes physical and 
chemical properties, shipping and 
handling procedures. 

Ansul Chemical Co. 


Write No. 26 on Inquiry Card—Page 32 


TEFLON TERMINALS 


Dimensions and performance data 
on over 200 types of sub-miniature 
teflon terminals are given in an 8- 
page catalog. It covers units with 
insulating body diameters from .148” 
to 2.64”. 

Trinseel Inc. 


Write No. 27 on Inquiry Card—Page 32 


TIRES 


How to get long service out of off- 
the-road tires is described in a 52- 
page illustrated booklet. The 4 chief 
factors involved are discussed: load, 
inflation, work conditions and tire 
care. 


B. F. Goodrich 


Write No. 28 on Inquiry Card—Page 32 


TRANSFORMERS 
Bulletin P258G serves as an invalu- 
able reference manual in ordering 
variable transformers. It contains 
engineering data, outline drawings, 
connections and ratings on standard 
50/60 cycle units. 

Superior Electric Co. 
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How Nylok Locks. Resilient nylon pellet (A) sets up lat Self-Locking Unsraxo Socket Screws, in a full range of 
thrust, smoothly wedging mating threads together standard types and sizes, are stocked by your authorized SPS 
action is entirely on threads and is positiy ed of seated distributor. Permanently installed locking pellets are serviceable 
UNBRAKOs with Nylok are easy to remove i are reusabl from 70 to +250°F and will not dry out, rot or shrink 


Loose Screws Cost Money! 


UNBRAKO socket screws with Nylok* eliminate costly loosening, 


increase the reliability of your mechanical assemblies 


Fastener reliability is essential not only in the products you Off the shelf, a self-locking UNBRAKO may cost you slightly 
manufacture, but also in the machinery you use. Yet 9 times more than an ordinary screw. But f.o.b. your product, it 
out of 10, the ordinary threaded fastener will work loose if usually costs less...assembly time, labor and reliability 
subject to impact, shock or vibration and it usually is. In considered. See your authorized SPS distributor for complete 
the case of industrial equipment, this tendency of fasteners to details. Or write us for literature and samples. Unbrako 
Socket Screw Division, STANDARD Pressep SrTeet Co., 
Jenkintown 31, Pa. 


loosen can mean added maintenance costs, production delays, 
or even damage to machinery. With consumer goods, it can 
mean extra service calls and repairs—irritating to the customer *T.M. Reg. U S. Pat. Off 


and, more often than not, unprofitable for the manufacturer. 





Past efforts to solve this problem have involved use of lock- 
washers, cotter pins and wiring. These conventional locking 
* 
devices are not always completely reliable. Lock washers some- hi 
times snap or lose their spring; and with cotter pins or wiring = At SPS we apply a dynamic stan- 
High Reliability /actor dard of quality—continually re- 
fined—so that our fasteners will 
always have the high reliability factor required by today’s 
faster speeds and greater dynamic stresses. By using SPS 
UNBRAKO socket screws with Nylok offer you a simple, prac- fasteners in your assemblies, you help increase overall re- 


partial loosening is likely. Furthermore, these devices take 


extra time and labor to install. 


tical solution to this problem of fastener reliability. An liability—the certainty of predictable performance under 


actual service conditions 
UNBRAKO with Nylok is @ single self-locking unit—requires ¥ 


, , 7 , > ing / j 
no auxiliary fastening elements. The tough, resilient nylon For more information on the full meaning of reliability, 
write for a copy of the new SPS booklet “Concerning High 


pellet—permanently installed—forces mating threads tightly tr 
o Reliability 


together, locking the screw securely, seated or not, wherever 








wrenching stops. It will not work loose, despite severe vibration, 





We also manufacture precision titanium fasteners 


Jenkintown - Pennsylvania 
Standard Pressed Steel Co. © The Cleveland Cag rew (¢ 
» St t nent ¢ . t 11 Ma e juct 


write for free booklet 





>» hel ’ f We 
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CLECTRIC PRODUCTS CO. 


CHARGERS | 
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First battery manufacturer to offer complete 
line of chargers for all industrial uses 
Here’s another reason to buy from Exide. You 
can now get a complete power package—battery 
and charger—from one source. Exide assumes 


total responsibility for all sales and service of 


both batteries and chargers. 


This additional advantage in buying from Exide 
results from an agreement with Electric Products 
Co., Cleveland, Ohio... world’s most experi- 
enced manufacturer of battery chargers. Exide 
now exclusively handles EP’s entire line of chargers 
for all industrial applications. They are available 
from the same people who handle Exide industrial 
batteries—from the same 42 Exide sales and serv- 
ice offices in key cities coast to coast. This means 
close, efficient and competent service for all users 
of Electric Products chargers, old and new. Trade 
practices of Electric Products Co. will be 
continued. 


Electric Products Co., first to develop many types 
of automatic chargers, makes a complete line of 
chargers for all industrial applications . . . indus- 
trial truck, switchgear, telephone, marine, min- 
ing, railroad. Models include fully automatic 
motor-generator and diverter pole equipment, 
plus selenium and silicon rectifiers. For years, 
Electric Products Co. has worked closely with 
Exide engineers in pursuit of its continuing re- 
search program. 


Write for complete technical details and prices. 
Exide Industrial Division, The Electric Storage 
Battery Company, Philadelphia 2, Pa. 


Exide 
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Purchasing People In The News 


Thomas has been 

manager of pur- 
Dresser Manufac- 
succeed Mr. 


Charles G. 
named acting 
chasing for 
turing Division to 


Charles G. Thomas 


Crane. Mr 
company in 


positions as 


Thomas joined the 
1942 has held 


welding engineer, 


and 


_chief manufacturing engineer and 
works He is 


grad- 


assistant manager 
an. electrical 


uate of Pennsylvania State Uni- 


engineering 


versity. 


has been 


Robert D. 


named 


Crane 


assistant director of pur- 
Industries, 


He moves to 


chases for Dresser 
Inc., Dallas, Texas 


Dallas from his position as man- 


Robert D. Crane 
ager of purchases for Dresser 
Manufacturing Division, Brad- 
ford, Pa. Previous to his joining 
the division’s staff, Mr. Crane had 
been with the Morgan Engineer- 
Company, E. I. duPont and 


ing 
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Mack Manufacturing Company. 
His chief responsibilities will be 
in the fields of purchasing meth- 
ods and procedures, value analysis 
programs and inventory control 


Ralph O. Keefer has been 
elected a vice president of Alum- 
inum Company of America, 
Pittsburgh, Pennsylvania. Asso- 
with the company since 
1917, Mr. Keefer was transferred 


ciated 


from his position as works chief 


construction en- 
gineer in 1935 to become assistant 
agent at company 
Pittsburgh. In 


mechanical and 
purchasing 
headquarters in 


Ralph O. Keefer 


1937 he became purchasing agent, 
with the title later changed to 
general purchasing agent. He has 
member of the 
chapter of the 
serving successively as 


been an active 
Pittsburgh 
N.A.P.A.., 
president and national director of 
that organization. As _ national 
vice president of District No. Six, 
he was instrumental in starting 
the first annual district confer- 
ence which was held in Cleveland 
in 1947. Mr. Keefer served as na- 
N.A.P.A. in 
capacity he 
some 35,000 miles 
throughout the United States and 
Canada and made forty four 
speeches which reached _ 71 
N.A.P.A. local associations. His 
contributions to the purchasing 
profession have been numerous, 
and at present he is assisting 
George Aljian with the current 
Purchasing Handbook project. 


tional president of 
1948-1949. In 


traveled 


this 


The appointment of Frank B. 
Mitchum as purchasing agent has 
been announced by the Atkins 


Frank B. Mitchum 


Saw Division of Borg-Warner 
Corporation, Indianapolis, Indi- 
ana. Mr. Mitchum has been asso- 
ciated with the division for 20 
years, 14 of which have been 


spent in purchasing. 


James D. Delesie has been pro- 
moted to assistant director of 
purchases for Buick Motor Divi- 
sion of General Motors Corpora- 


eo 


ai 


James D. Delesie 


tion, Flint, Michigan. A Buick em- 
ployee since 1946, Mr. Delesie 
has been in the purchasing de- 
partment his entire career. He 
was an assistant steel buyer for 
seven years. In 1953 he was pro- 
moted to steel buyer to handle the 
purchasing of automotive steel. 
Prior to joining the division, Mr. 
Delesie worked 11 years for 
United States Steel Corporation. 


39 












John W. Quinn has been named 
to represent Synthane Corpora- 
tion, Oaks, Pennsylvania, in Ver- 
mont, western Massachusetts, 

















































John W. Quinn 





Suppliers in the News 





Appointment of Richard L. En- 
gel as manager of industries 
group Pacific region has been an- 
nounced by Allis-Chalmers Man- 
ufacturing Company, Milwaukee 
Associated with the firm since 
1939, Mr. Engel has been man- 
ager of the group’s Los Angeles 
district 1953. Donald E 
Steele become manager of 
the Los Angeles district to suc- 
ceed Mr. Engel. He has been man- 
ager of petroleum and chemical 
sales at Los Angeles since 1956. 


since 
has 








General Rubber Corporation, 
Tenafly, N. J. has appointed Ro- 
bert Vonder Lieth as sales man- 
ager of the Special Products Di- 













10rtheast Connecticut and north- 
east New York. Mr. Quinn will 
make his headquarters in the 
newly established office of the 
company in Springfield, Mass. 

























Harold Foth has been promo- 
ted to district sales manager for 
the New York City area for the 
Denver Chicago Trucking Co., 
























Harold Foth 





Chicago. Mr. Foth has been act- 
ing district sales manager for the 
firm’s New York terminal. Prior 
to his joining the company, Mr. 
Foth has had many years of ex- 
perience in the transportation in- 
dustry. 
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Robert Vonder Lieth 


vision. He will be responsible for 
the national 
ing programs of 


advertis- 
the company’s 
lines of flexible rubber expansion 
joints, pipe and reducers, vibra- 
tion eliminators, sound absorbers 
and al! custom fabricated rubber 
parts. The sales organization, un- 
der Mr. Vonder Lieth’s direction 
has been expanded to cover the 
entire U. S. and Canada. 


sales and 


William Rosenquest has joined 
the metal sales staff of the New 
Jersey Zinc Company, New York 
City. His headquarters will be in 
New York. Mr. Rosenquest will 
sell the company’s slab zinc, zinc 
alloys, rolled zinc “metal 
powders. 


and 


The appointment of Philip G. 
Cawrey as aircraft sales man- 


ager has been announced by the 
Western Division of Aeroquip 


Philip G. Cawrey 


Corporation, Burbank, California. 
His duties will include respon- 
sibility for all marketing activi- 
ties relating to the division’s air- 
craft products line. Mr. Cawrey 
joined the corporation in 1951 and 
became an aircraft sales engineer 
in 1954. 


_A. D. Blake, sales engineer for 
the equipment 
line of Baird-Atomic, Inc., Cam- 
bridge, Massachusetts, has been . 


spectrochemical 













A. D. Blake 


assigned to handle the Chicago 
area. Mr. Blake has been work- 
ing in the home office on special 
project applications. He was 
formerly employed as a quality 
control engineer with General 
Electric Company and Ford Mo- 
tor Company. 
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EASY-FLO preform ring is slid over 


header tubes. 


Components of header box; ring 


is preplaced 


Operator fluxes bank of 
assemblies prior to heating 


Header box under heat; time: 46 seconds 


Assembly is heated by gas-air burners; heat- 
ing time: 50 seconds. Note capillary action of 
alloy; thorough penetration makes strong, 
leakproof joint. 


Brazed unit. Note neat, 
clean fillet around base 
of tube fitting. 


Embassy Steel Products Cut Unit Labor Cost 50 Per Cent 
with Handy & Harman Silver Brazing 


@ 

\ 

\ — 
ad 


START WITH 
BULLETIN 20 


It tells you why and how 
high speed, strength and 
economy are inherent in 
silver alloy brazing. Gives 
information on joint de- 
sign and brazing methods 
A copy is yours for the 
asking. 
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Before Handy & Harman Silver Alloy Braz- 
‘mbassy Steel Products’ 
these tor radi- 
Now, they are 
with EASY 35 ‘ jas8-ai) 


unit labor cost has 


ing came nto En 


product on picture, conver 


4 i. a 
arors were reided 


brazed 
heat, and 
been cul 50 per cent. 
This includes cleaning, fluxing and assem- 
bling. Not bad, eh? 

Components involved in this big saving 
are cold-rolled steel header plates that are 
brazed to fin tubes and cold-rolled steel 
header boxes that are brazed to steel fittings. 
Both of these convector assemblies are used 
in residential heating units. 

Preformed EASY-FLO .047 wire (.015 ID) 
is used for brazing the header plate and fins. 
Photographs describe the joining steps. Each 
assembly goes through a 50-second heating 
cycle. 

The header box is made in three sizes - 
depending on the size of the coil assembly 
it fits. Average heating time for any size is 
16 seconds. Two EASY-FLO are 
used: .047 and .062 wire. Switching from one 


sizes of 
size to another involves no change in assem- 
bly or heating setup. Add this to brazing’s 


For More Information Write No 


180 on Inquiry 


long list of production benefits and subtract 
it from production costs. 

If all we had to talk about in this case was 
the reduction in production time because of 
brazing, we'd still have a strong story to tell. 
You'll notice that we’ve said nothing about 
joint strength, alloy cost, corrosion resist- 
ance, ductility and so on. We can, and if you’d 
like to know how these benefits can apply 
to what you’re joining right now, all you have 
to do is ask us. We'll be happy to tell you. 





Your No. SOURCE OF SUPPLY 
AND AUTHORITY 


ON BRAZING ALLOYS 








HANDY & HARMAN 


General Offices 


N. ¥ 


82 Fulton Street, New York 38 
Oistrit 


Card—Page 32 
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THERE’S A 
RELIABLE 
SUPPLY OF 
CONTAINER 
BOARD BEHIND 
EVERY 
MEAD 
CONTAINER 
PLANT 


For years The Mead Corporation has been a 
leading multi-mill producer of top-quality con- 
tainerboard for corrugated shipping containers. 


This source of quality containerboard plus 
multi-plant organization 
fast delivery service 


comprehensive design 
and engineering services 


extensive research facilities 
emphasis on personal attention 


insures you of the best in shipping containers and 
display-shippers whenever you need them. 


Call your Mead representative today. 


MEAD CONTAINERS, INC. 


Subsidiary of 


THE MEAD CORPORATION 


Executive Offices, Cincinnati 


containers National Sales Offices, 230 Park Avenue, 


NewYork 17, N.Y. 5875 North Lincoln Ave., 
Chicago 45, Illinois and in principal cities 
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SOUTHERN SCREW'S 
NEW BULK PACK 
SAVES YOUR SPACE 


If space is a problem in your materials move- 
ment and storage, Southern Screw’s new bulk 
packing system offers MULTIPLE SPACE—AND 
TIME-SAVING ADVANTAGES AT NO EXTRA 
COST TO YOU, regardless of the size of your 
operation. 


Southern Screw’s completely redesigned bulk 
packing meets strict industrial standards for 
faster, more efficient materials movement. 
Included in Southern’s re-designed system are: 


(1) A completely new carton—9” x 9” x 619” 
—telescope-type, wire-bound 275# test 
heavy duty corrugated board construc- 
tion, for easier, higher stacking by one 
man or by power equipment. 


Adoption of, as standard, a disposable 
30’ x 30” two-way entry pallet, carrying 
4 layers of 9 bulk cartons each, with 
protective steel strapping. Movement to 
production line or storage can be in full 
pallet quantities or broken into smaller 
units for manual handling. 


Based on the new carton and palletized system, 
standard packing quantities for each item have 
been established. Write for new chart, BP-1, 
which defines these standard packing quantities. 
For your copy, address Southern Screw Company, 
Box 1360, Statesville, N. C. 
Wood Screws @ Tapping Screws 
Wood Drive Screws 
Machine Screws and Nuts 


Warehouses: New York - Chicago - Dallas - Los Angeles 


More tnformation Write No. 182 
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f.o. b.—filosofy of buying” 


At Oxford University, Dr. Howard T. Lewis (center), well-known authority 
on purchasing, chats with members of the British Purchasing Officers 
Association. Dr. Lewis travelled to England to take part in the P.O.A.’s 
recently held advanced purchasing course. 


A YANK at Oxford has done 
his bit to strengthen the _in- 
ternational character of purchas- 
ing. The latest step in a growing 
rapport between procurement 
executives here and abroad is the 
work of Dr. Howard T. Lewis at 
the Advanced Purchasing Course 
of the Purchasing Officers Asso- 
ciation. Dr Howard, 
as so many hundreds of purchas- 


Lewis—or 


ing agents here know him—was 
selected by P.O.A. to conduct a 
special course at one of the oldest 
and most respected universities in 
the world, Oxford. As a repre- 
sentative of one of the best cen- 
ters of learning in the New World 
(Dr. Lewis is Professor of Mar- 
keting Emeritus at the Graduate 
School of Business Administra- 
tion, Harvard University) he 
scored a great success, profes- 
sionally and personally. 

In a way, Howard Lewis’ ac- 
complishment should come as no 
surprise to the thousands of pro- 


curement people who have heard 


him here in the States. With a 
waspish wit and a whiplash tech- 
nique (the marks of a real educa- 
tor) he has brought home the 


basic principles of purchasing to 
many a listener—both eager stu- 
dent and experienced buyer. Yet 
the reports from our British cor- 
respondent indicate that Howard’s 
achievement went somewhat be- 
yond his acknowledged expert- 
ness in the field. “Howard Lewis’ 
dry humor,” he reports, “made a 
particular appeal to his ‘typically 
British’ audience. So much so 
that when we toasted him at the 
farewell dinner, there was a spon- 
taneous outburst of ‘For he’s a 
jolly good fellow’ (a thing rarely 
done over here.)” (And rarely 
done over here we might add.) 

Among the subjects covered in 
the six-day course were: “The 
Contribution of the Purchasing 
Function to Management”; “For- 
ward Buying Policy”; “The Cur- 
rent Economic Situation”; “Value 
Analysis”; “Vendor Relations”: 
‘Buying in a Changing Europe”: 
“Evaluation of Purchasing Per- 
formance”; and ‘Some Practical 
Principles of Management.” Lead- 
ing purchasing executives in the 
United Kingdom were among the 
instructors. 

One reservation must be made 
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about the report. Our correspond- 
ent tells us Howard’s dry humor 
made a “particular appeal to his 
‘typically British’ audience.” Then 
he reports that among those reg- 
istered for the course were rep- 
resentatives from the Dutch 
Swedish, and German Associa- 
tions, including the presidents of 
the two latter. It seems the world 
is really shrinking. Maybe we 
shouldn’t be thinking of ourselve 
as “typical” anything—Ameri 
cans, Englishmen, Chinamen, pur- 
chasing agents. Maybe we're just 
typical human beings. Let’s hope 
so, anyway 


P urcHasinc as a protesslo! 
is attracting a lot more eager 
beavers than ever before. More 
and more college graduates who 
go through extensive corporate 
training courses before selecting 
the department they'd like to 
work in are choosing purchasing 
In some cases, it may be a mixed 
blessing 

Young fellow we heard about 
had an extensive background in 
advertising and merchandising, 
but suddenly decided that some 
really big opportunities existed in 
buying. He was taken on as 
staff assistant to the director 
purchases. First job: coordinating 
the semi-annual meeting of all 
branch plant purchasing agent 

Eager to show management he 
had initiative, he went ahead and 
set up some visual aids to get the 
meeting off to a flying start. When 
the director of purchases and his 
group walked down the hallway 
toward the conference room thes 
were greeted with signs, “This 
Way to the Purchorama.” Over 
the door of the room ‘was a huge 
sign, “Purchatorium.” They picked 
up printed programs at the en- 
trance. The various prosaic sub- 
jects for discussion that had been 
agreed on were grouped under 
the following special section 
heads: “Dynabuying”, ‘“Purcha- 
mation,” and “Purchatronics.” 

Because the director is a wise 
and tolerant man, the lad is still 
there—his enthusiasm undimin- 
ished, his vocabulary more sub- 
dued. 


May 26, 1958 





WIRE CLOTH PARTS 


Wire cloth parts fabricated to your order 
are a Newark specialty. One division of our 
company is fully equipped and staffed 
to manufacture any part you 


need with a wire cloth insert. 


We also offer an engineering service to assist 
you in design or redesign of your parts. 
Ours is a ‘‘one-stop”’ service .. . we deliver 
complete parts guaranteed to meet your 
specifications. Send for our Fabricated Parts Catalog. 


| Sewark 
NEWARK Vass 
fe*accuracy Ke as ire Cloth 


COMPANY 


351 Verona Avenue, Newark 4, New Jersey 
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Announcing 


The Bostiteh D14 Wide-Crown Stapler 


for sealing filled containers from “) the outside 
YOU SWITCH ITS PENETRATION DEPTH /with fewer staples 
rrom THIN soaRD | See // __in shorter time 


WITH A TURN OF 
THE EXCLUSIVE 


. << A 3 or 4 of these wide staples 
Cuick | ie ss do the work of 12 to 16 
yi ot = é J smaller ones. 


Meet the requirements of 








Rule 41. 


With the Bostitch D14 you seal filled cartons—with 
full overlap, pattial overlap, end flap... practically any corru- 
gated container—from the outside. 


The Bostitch D14 is the only stapler of its kind with the 
Quick Adjust Control. By a single turn of this knob you adjust 
the clincher mechanism to get a tight clinch on any thickness of 
board, from thin single-wall to heavy double-wall. 


The new D14 uses sturdy wide-crown staples with 58” or 34’ 
legs. Cartons with wide-crown staples at 5-inch intervals fully 
meet Rule 41 and all parcel post and overseas shipment regula- 
tions. Three or. four of these staples seal containers that usually 
require 12 to 16 smaller size staples. : 

The D14 is light, strong, versatile, fast. For detailed infor- 


mation on all its features and capabilities, mail the coupon—or 
call the Bostitch office near you. 


Fasten it better and faster with : Bostitch, 725 Briggs Drive, East Greenwich, Rhode Island 


Please send me the Specifications Sheet D14. 


BOSTITCH ie 


Company - 
STAPLERS AND STAPLES 


Address 


City Zone 
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Highlights of This Issue 


We're Humans, Not Machines 


Sometimes we get too bogged down in forms, 
policies, big decisions. We forget 
that we’re not only purchasing agents, as the 
salesmen are so quick to point out, but human 
beings as well. A couple of items in this issue 
will help us think about ourselves as well as our 
jobs. For example when it comes to personal 
integrity, the finger of suspicion points at only 


procedures, 


a minute fraction of the purchasing profession— 
but even a fraction is too much. This issue’s edi- 
torial on page 49 offers a good deal of food for 
thought. Can you digest it in good conscience? 


Handle the Top Purchasing Job 


Maybe you're head of the purchasing department; 
maybe it’s the slot you’re gunning for. In either 
case you have to watch out for the “top executive 
trap’—remoteness. It’s a fact that the higher 
up you go, the more difficult it is to keep in 
touch with what’s happening in the department. 
And yet, if you don’t you won’t be doing an 
effective job. 


On page 51 fhere’s a story about the way one 
director of purchases organized his department 
so that he knows what’s going on all the time in 
the purchasing departments of more than 20 dif- 
ferent plants. His effective communication sys- 
tem makes him a real director of purchases— 
not just a high-priced trouble-shooter. 


Are P.A.'s Neurotic? 
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Are P.A.’s cracking up under job strain? Do they 
drink too much? Have trouble sleeping? Are 
they more tense than salesmen or engineers? 
What do they worry about? Would most of them 
change their jobs if they had a chance? A survey 
on page 59, which takes an intimate, inside look 
at purchasing agents, gives the answers. 


Vendors Quality Conscious 


If you want somebody to do something, you stand 
a much better chance of success if you can make 
him want to do it rather than feeling that he 
has to do it. This is as true in vendor relations 
as it is in personal relationships. The article on 
page 56 explains a program one company worked 
out which makes suppliers want to go beyond 
their standard operating procedure for maintain- 
ing the quality of their products. For the buyer 
it means substantial savings in time and money. 





plant headaches 
disappear... 


VANDALISM 


PILFERAGE OF 
OUTDOOR STORES 


TRAFFIC 
SUPERVISION 


TRESPASSING 


or, with L 
Anchor Fence 


You can wipe out these persistent prob- 
lems of management, permanently, with 
one decision—installation of an Anchor 
Chain Link Fence. Anchor’s exclusive, 
square terminal posts give you added 
security by removing potential toe and 
hand holds. You’ll be proud of Anchor’s 
clean-cut gate appearance and construc- 
tion—designed for years of heavy use. 
Every Anchor Fence is backed by a 
66-year reputation as the industrial fence 
that gives you maximum security at low 
initial cost and virtually no annual up- 
keep. Remember, Anchor Fence is gal- 
vanized after weaving for extra long life. 
Call your local Anchor Office for a free 
estimate today, or write: ANCHOR FENCE, 
6615 Eastern Ave., Baltimore 24, Md. 


Oivixon of ANCHOR POST PRODUCTS, INC. . 





Plants in Baltimore, Md.; Houston, Texas; and Whittier, 
Cal. * Sold direct from Factory Branches ond Wereheuses 
in all principe! cities. 
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arpenter 


Welded Stainless Pipe 





available from large 


local stocks... real cost savings 












at a time when costs are 


hard to cut... 





@ Carpenter Welded Stainless Pipe saves you money 
on initial cost, but that’s only the beginning. Because 
it’s consistently more uniform, Carpenter Stainless 


Pipe provides service benefits that increase effective 





corrosion resistance and give longer life. Schedule 5, 
10 and 40 stainless pipe is stocked by your nearby 


Carpenter distributor in quantities that assure you 





immediate delivery. The Carpenter Steel Company, 
Alloy Tube Division, Union, N. J. 














For More Information Write No. 186 on Inquiry Card—Page 32 
48 ; PURCHASING 





Moral Values in Business 





Vi ANY BUSINESS MEN will be shocked, as we were, at the statement 
that American business is losing more than $4 million per working day 
through “the most shocking wave of continuous internal dishonesty in the 
nation’s history.” That statement was made at a meeting of retail controllers 
and internal auditors at St. Louis, last month, by the president of Investiga- 


tions, Inc., a division of Norman Jaspan Associates, management engineers 
Mr. Jaspan’s firm claims one-third of the nation’s major retailers as its 
clients, with approximately an equal number of industrial and manufacturing ° 


concerns 


It is disturbing to find direct kickbacks to buyers and purchasing agents 
listed as a significant part of this loss. Whatever the figures may disclose 
on this phase of the problem, it is an indictment of management as well as of 
the buyer. Mr. Jaspan sees it primarily as a by-product of the present 
economic recession “because companies are feeling the squeeze of costs on 
income and are more dependent for survival on the buyer or purchasing 


agent 


Even more insidious are the losses of which management is not aware and 
which never get into the cost figures—a systematic looting by trusted em- 
ployees at the supervisory and executive levels who cover their actions, 
and get away with it, by manipulating inventory figures, falsifying prices, 
inflating counts, altering and destroying records to the point where inventory 
figures can become utterly meaningless. Mr. Jaspan makes the startling 
charge that such conditions exist in more than half the companies investigated 
and that the losses from this source are mounting at an appalling rate. 


Again Mr. Jaspan places the responsibility at management’s door, “Dis- 
honesty is a by-product of mismanagement. . . . The thefts are committed by 
employees who were honest when you first employed them.” It starts with 
pressures imposed on subordinates té meet “impossible tasks, unrealistic 
quotas or budgets” till something snaps and a little cheating here and there 
turns into manipulation on a larger scale. The culpability grows as manage- 
ment relies too heavily on bookkeeping figures, accepts the answers given by 
computing machines without investigating the information that is fed into 
them, and condones acts of dishonesty for fear of “rocking the boat.” 


The remedy, in Mr. Jaspan’s opinion, lies in higher standards of supervision 
starting in the top echelons of management, more alert internal auditing 
without waiting for evidence or suspicions of irregularities, and better com- 
munication with employees at all levels 


These recommendations are offered on the straightforward basis of business 
interest. “It is precisely in the failure to prevent these losses that manage- 
ment is missing an unparalleled opportunity to increase profits.” But the mat- 
ter goes deeper than that. Mr. Jaspan concludes: “It is management's 


responsibility to maintain . important moral values as well as profits.” 


7° 
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PLUS: Cost-Cutting Ideas 





‘How can we squeeze 2'2¢ out 
of production costs - Add to this service the nation’s 


largest steel stocks, unequaled proc- 
essing facilities, fast delivery to 
Questions like this are nothing new rication methods that will shave a meet any emergency—and you 
to Ryerson specialists. few pennies off the final unit cost have the reasons why more steel 
With their broad experience in without impairing quality. users call Ryerson.. 
steel applications, they can often 


suggest ways to save—a different 
type or analysis, steel in ready-to- es, RYE R & 0 qj STE & L 
use form, or an improvement in fab- ax Ss, 

’ Member of the Sant » Steel Family 


Principal Products: Carbon, alloy and stainless steel —tubing, bars, structurals, 
plates, sheets —aluminum, industrial plastics, metalworking machinery, etc. 


INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFO C IL ELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
JFFALO * INDIANAPOLIS * CHICAGO © MILWAUKEE « OUIS * LOS ANGELES * SAN FRANCISCO « SPOKANE « SEATTLE 
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How to Be a 





Purchasing Director 





Unsane, CIGAR-SMOKING 
Warner MceVicar is a “big 
ture” man. He has to be to grasp 
the complexities of Rockwell 
Manufacturing Company’s vast 
organization, But the 
same thing could be said of many 


pic- 


purchasing 
purchasing directors— most of 
them have a good overall view o 


+ 
their company’s purchasing opera- 
tions. 

Where MeVicar differs 


many purchasing directors is that 


from 


he’s side-stepped the top-execu- 
tive trap. He hasn’t moved so far 
away from line buying operations 
that he’s lost touch with what's 
happening in his department on 
a day-to-day basis. 

McVicar give you the 
grand aerial of Rockwell 
purchasing and then move in for 
a closeup of the buying methods 
at each of the company’s 22 plants. 
His magic formula for keeping in 
touch: excellent communications. 

On the management chart, the 
purchasing setup for Rockwell 


can 
view 
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valves, meters, 


(manufacturer of 


power tools and other items) is 
conventional for a combined cen- 
tralized - decentralized operation 
The 22 plant purchasing agents re- 
port directly to their plant gen- 
with, as McVicar 
puts it, “a dotted line to me.” It’s 
that “dotted line” that makes the 
difference. In effect, it’s a heavily 
trafficked communication channel. 

Personal contact with each of 
the P.A.’s would, of course, be 
the ideal. But with 22 plants 
sprinkled throughout the country 
and Canada, this is an impossibili- 
ty. In place of personal contact, 
MeVicar monthly reports 
from the plant P.A.’s to keep in 
touch with what’s going on. These 
reports MeVicar to act 
before an emergency develops, 


eral managers 


uses 


enable 


help him set purchasing policy in- 


fact—not just in theory. Net result 
is that McVicar is not just a high- 
priced trouble-shooter as are 
many purchasing directors. 


Backbone of the communication 








Here's how one very suc- 
cessful director of pur- 
chases keeps on top of his 
job 


How he avoided the top 
executive trap 


How he keeps in touch 
with the purchasing op- 
erations at 22 different 
plants 


By Ned Kellogg 


system is the Monthly Activity 
Report turned in by each of the 
plant P.A.’s. In these reports the 
P.A.’s_ briefly penetratingly 
analyze their own purchasing op- 
Covered in the reports 


but 


erations 


are: 


(1) General Conditions — Any 


problems or developments that 
affect plant purchasing. 
(2) Markets and Deliveries— 


In this section the P.A.’s analyze 
the market and delivery pattern 
of the raw materials, parts, sup- 
plies they buy. 
They are also expected to list the 
items they are having difficulty 
obtaining. 


and equipment 


(3) Prices—Here the P.A. re- 
ports on savings, reductions, in- 
creases and the general price 
trends of specific commodities. 


(4) Plat Visits —A listing of 
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the visits made by the P.A. and 
his buyers. Included are the 
names of the vendors called on, 
their location, the products they 
make and the date of the visit. 


























(5) Workload — Highly impor- 
tant in enabling McVicar to get 
a feel of what’s happening at the 
various plants, this report covers 
the number of purchase orders 
issued each month, their value 
and the value of invoices or re- 
ceipts that came in during the 
month. The P.A. is also expected 
to submit figures on outstanding 
commitments at the end of each 
month. 












































(6) Organization and Personnel 
—In this section the P.A. lists 
the number of people employed in 
his department at the end of each 
month and also describes any or- 















































ganizational changes that have 
been made or are planned. 


(7) Projects — All Rockwell 
purchasing agents and _ assistant 
buyers are expected to be work- 
ing on value analysis projects. 
The usual method at Rockwell is 
for each buyer and P.A. to con- 
centrate on an individual item or 
class of material and work up a 
program that will result in a cost 
reduction. 


Some of the techniques used 
include lining up more efficient 
Suppliers, changing specifications 
so that they are more in line with 
regular commercial practices and 
purchasing in more economical 
quantities. It’s McVicar’s feeling 
that more is accomplished by con- 
centrating cost reduction efforts 
on a few items at a time than by 
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Subject 








Month of 


(Use the Internal Correspondence form) 


PURCHASING DEPARTMENT ACTIVITY REPORT 


Division. Date 








GENERAL CONDITIONS 

















MARKETS AND DELIVERIES 
1.. Raw Materials - 
































2. Parts - 

3. Supplies - 

4. Equipment - 

5. Most Critical Items - 
PRICES 








1. Savings - 








2. Reductions - 
3. Increases - 
4. Trend - 











PLANT VISITS 
(Vendor - 








Location - 














WORK LOAD 














ORGANIZATION AND PERSONNEL 


1. Employed end of this month 
> 
































ditions, improved operations) 


























(General conditions and their effect on the department, including 
comments in regard to materia! available for production. ) 


Product 


1. Number of purchase orders issued 
2. Value of purchase orders issued 
3. Value of invoices or receipts 

4. Total commitment end of month 


2. Changes, Completed or Planned - 
PROJECTS (As Described in this Manual, Section 3-Page 5.) 


OTHER COMMENTS AND SUGGESTIONS 
(Such as new sources, substitutions, standardizations, labor con- 


Date of Visit - Buyer) 
Total 
Female Male Total 





Division Purchasing Agent 




















Page from the Rockwell purchasing manual outlines exactly what 
the division P.A.’s should cover in their Monthly Activity Reports. 





trying to work up broad overall’ 
cost reduction programs. 


(8) Other Comments and Sug- 
gestions — The Monthly Activity 
Report winds up with the P.A.’s 
general comments on such topics 
new sources, substitutions, © 
standardization, labor conditions, 
etc.—anything of general impor- 
tance to the plant or company 
purchasing operations. 


Plot the Results 

In addition to using the Month- 
ly Activity Reports as a means 
of keeping posted on the purchas- 
ing operations of all the Rockwell 
plants, the information contained 
in the reports (specifically the 
_section on workload) is incorpo- 
rated into a graph which gives a 
picture of what’s happening at 
each plant. Information on the 
value of purchase orders, value 
of receipts, outstanding commit- 
ments, and inventories for each 
month is plotted for each of the 
plants (see cut). 


as 


These graphs give a clear pic- 
ture of the buying trends at each 
of the plants and can be compared 
with trends in other Rockwell 
plants. Prepared by the general 
purchasing department from the 
Monthly Activity Reports, the 
graphs are also used by the gen- 
eral managers of each plant as 
a guide for inventory control. 


Stop Check Purchase Orders 

Another means McVicar uses 
to keep in close touch with the 
purchasing operations at the vari- 
ous plants is to periodically review 
all purchase orders sent out by 
a particular plant during a three- 
month period. From his know- 
ledge of suppliers, prices and his 
broad purchasing experience, 
MecVicar gets a very accurate in- . 


‘sight into how effectively the pur- 


chasing operations at the various 
plants are being carried out. 
Another important report 
turned in regularly by Rockwell’s 
purchasing agents is the Savings 
Report which reflects the cost .re- 
ductions resulting from Rock- 
well’s value analysis program. 
Although no one in the purchas- 
ing organization is a full-time 
value analyst, McVicar expects 
every one of his plant purchasing 
agents and their buyers to be 
practicing value analysts. 
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From Information in the monthly reports, the general purchasing department 
makes up charts for the various plants to show the trends in value of P.O.’s 
placed, value of receipts, commitments and inventories, 


the Rockwell 
} 


value analysis program shows up 


Effectiveness of 


clearly in the dollar and cent 


category: last year the company 
buyers and purchasing agent 
with changes 
$458,000. In 


come up tnat 
1956 
| 


Value analysis, a 


amounted to 
from 
entered on the savings report 
totaled $513,000 annually; in 1955 
the total Was $339,141 

In spite of the fact that these 
million 
dollars in a three-year period 
McVicar believes the total is even 
higher. He that th 


savings 


savings total more than a 


points out 
savings that are reported result 
from action 


originated by pur- 


chasing. Savings based on ideas 
conceived by other plant 
not 
and if mentioned the savings re- 
port “This 
to actions begun by 


depart- 


ments are always, reported 


states: saving is due 
depart- 
ment.” Naturally, there are many 
savings ideas, developed by pur- 
chasing, which can’t be reported 
because they were conceived by 
other departments 

Tost of the 


result .from 


savings reported 
‘changes such as 
using substitute materials, stand- 
ardizing speciality items, changing 
vendors, ordering in 
nomical quantities, or through 
negotiation. McVicar reports that 
the most frequent source of sav- 
ings is changing vendors. Special- 
ty standardization and changes 


more eco- 
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om make to buy or buy to make 
are the next most important cost 
cutting techniques. 

The thoroughness and efficiency 
with the Rockwell pur- 
chasing department handles its in- 
ternal, and its 
is program shows up 
in other aspects of the purchasing 
operation as well. Here are some 
examples that point up the pains- 
taking job Rockwell purchasing 
departments do in making certain 
the the for 


which 


communications 


1 ley 
\ alue analys 


company gets most 


its money: 


Standardization: On most of the 
standard items 
Rockwell such as_ pipe, 
mill supplies, bolts, nuts, screws, 
etc., the product catalogs of the 
various vendors are studied before 
each quarter and blanket orders 
are placed with the. source that 
provides the best combination of 
price, quality and service on each 
item. 

This system saves time for both 
buyer and seller since quotation 
requests are sent out only four 
times a year instead of with each 
requisition. In addition, by plac- 
ing blanket orders with a limited 
number of vendors, Rockwell gets 
a price advantage because of the 
larger quantities 


non-production 
buys, 


being ordered 


from each vendor. 


Order Quantity—The formula 


the Rockwell purchasing depart- 
ments uses to establish minimum 
order quantities is this: the order 
should equal immediate demand, 
plus twice the estimated demand 
expected during the delivery 
period, plus a reasonable margin 
of safety. To this is added the 
amount of demand over the sup- 
ply on hand and on order. In 
cases of over-supply, the excess 
of stock on hand order 
over the amount of demand is 
subtracted from the total. 


and on 


Long Term Contracts—When- 
ever possible the Rockwell pur- 
chasing departments place 
term 


long 
contracts for production 
The thinking behind 


this is that the company will have 


materials. 


sure sources of supply and may 
get a break on prices. 


Surplus or Obsolete Material— 
Whenever material or equipment 
becomes obsolete or there is sur- 
plus stock, the division purchasing 
agent fills out a Surplus Report, 
copies of which are sent to all the 
plant P.A.’s as well as to the 
general purchasing department 
The plant P.A.’s have been in- 
structed to examine the surplus 
lists as soon as they are received 
and to order surplus material 
whenever they can use it. 

Transfer of surplus material 
between plants is handled simply: 
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Above (and to the right) are samples of savings reports turned 
in by purchasing agents. Last year through its value analysis pro- 
gram, Rockwell Purchasing saved $458,000, and in three years, more 


than $1 million has been saved. 


The P.A. of the plant needing the 
material merely writes out a pur- 
chase order to the plant that 
issued the surplus list. 


Followup—Here too Rockwell 
purchasing shows signs of careful, 
skillful planning. 

In most of the plants, routine 
followup is handled by clerical 
assistants. If a vendor has failed 
to send in a purchase order ac- 
knowledgment, the first step is to 
mail the supplier a double-post- 
card requesting a specific delivery 
data. The card also lists the order 
data, order number, and the ven- 
dor’s original delivery promise. 
Reason for using the double post- 
card is to give the vendor a copy 
for his own files as a reminder. 

If more intensive expediting is 
required, the usual steps are: a 
personal letter, then a telegram, 
then a phone call, and finally a 
personal interview by an expe- 
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diter or buyer at the supplier's 
plant. 

There are many other areas in 
which Rockwell's professional ap- 
proach to purchasing is apparent. 
Its policies on vendor relations are 
a perfect example. Throughout all 
the Rockwell purchasing depart- 
ments there is complete aware- 
ness that Rockwell’s reputation in 
business stems to a large extent 
directly from other companies’ 
contacts with the Rockwell pur- 
chasing organization. Spelled out 
in detail, these are the basic 
tenets of Rockwell’s vendor re- 
lations program: 

e Give all salesmen a full, fair 
and courteous hearing. 

e Refuse to take advantage of 
sellers’ errors. 

e Discourage revision of bids 
after they have been submitted. 
The bidder should be asked to 
offer his best price first and then 
should be held to it. 


e Show consideration for sell- 
ers’ difficulties. 

e Avoid rejection and return 
of petty items, or items for petty 
reasons. 

e Use material even if it’s not 
strictly up to specifications as long 
as it can be used without a loss 
in quality. 

e Keep Rockwell’s purchasing 
policies and principles consistent 
with Rockwell’s selling principles. 


Firm Stand on Reciprocity 


On the difficult subject of reci- 
procity, Rockwell has an amazing- 
ly forthright stand. McVicar 
points out that one of the best 
ways to develop good will is to 
give business to those who return 
the favor. However, if this means 
Rockwell has to pay a higher 
price, gets substandard quality or 
poor service, McVicar says this 
is not efficient purchasing. 

What it boils down to is this: 
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if a customer can provide a ser- 


vice on a competitive basis he 
should get the business, but at 
no time should a buyer give up 
the principles of good purchasing 
indebtedness to 


a vendor who is also a customer 


out of a sense of 

This same approach—combin- 
ing intelligence, fairness and in- 
dependence—is also the pattern 
of the way the Rockwell purchas- 
ing departments handle relation- 
ships with other 
within the 


departments 
company. In many 
companies relations between engi- 
neering and purchasing are on a 
cold war basis. Not so at Rockwell 

It’s McVicar’s view that 
neering should be 


engi- 


aware that 


there are other factors in placing 


an order besides design require- 
ments—specifically price, delivery 
and service. He also firmly be- 
lieves that purchasing should have 
reasonable freedom in making its 
buys. On the other hand he 
stresses the fact that purchasing 
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should not push the matter of 
price or service to the point where 
it interferes with necessary engi- 
neering requirements. 

In his desire to develop a really 
skilled department, 
McVicar overlooked the 
slightest detail. He has even given 
his purchasing agents and buyers 
instructions on writing letters. In 
a sense these instructions in the 
Rockwell purchasing manual re- 
flect the overall character of the 
purchasing 
building: 


purchasing 
hasn’t 


organization he is 


“Remember that when a letter 
is written on the letterhead of the 
Rockwell Manufacturing Com- 
pany or a division, the recipient 
letter from the 
Company. The impression created 
by such a letter often remains 
long after its contents for- 


has received a 


are 
gotten. 

“There are several fundamen- 
tals to be observed when writing 
a business letter: be brief, cour- 


teous and natural; avoid slang and 
catch phrases; and use good, clear, 
grammatical English. Never mis- 
lay courtesy when striving for 
brevity. Remember that printed 
or written words are subject to 
just the interpretation that the 
reader of the words gives them. 
Be sure only one meaning can be 
taken and that it is expressed 
clearly. Never say ‘we expect’ or 
‘you will’ when ‘will you please’ 
will accomplish the same result 
more pleasantly.” 

It’s McVicar’s attention to even 
the minutest details of purchas- 
ing, his highly effective communi- 
cations system which keeps him 
posted on what’s happening at all 
the Rockwell plants, and his gen- 
erally farsighted view of what 
purchasing should be that makes 
the Rockwell operation so suc- 
cessful. It’s a smooth-running ma- 
chine and is in many respects the 
kind that has helped purchasing 
attain true professional status. 








Boost Supplier 


By C. D. Francisco 


- 
Due IDEA of making someone 
want to do something is more ef- 
fective than trying to make him do 
Hotpoint’s quality control sys- 
tem, featuring a certificate pre- 
sented to vendors for consistent 
100‘ quality, proves the advan- 
tages of the former approach. 
Hotpoint’s program is a coopera- 
the act, Here's a well planned program tive one. It’s based on teamwork 
that’s saving Hotpoint time, money, and by purchasing, inspection, quality 
control, engineering and suppliers. 
Guide book for the team is the 
quality control manual. Now in its 
second year of use, the manual 
is based on the concept that qual- 
ity is built into a product, not 
inspected in. Every major Hot- 
point supplier has the complete 
manual. He knows exactly how his 
company and his material are in- 
spected and rated. 
Let’s take a look into the man- 
ual now and see why it’s so suc- 
cessful. 


If you want consistently good quality from 


supplier companies, get their employees in 


customer complaints. 


Blueprints and Samples 


Se ym An inspection page tells the sup- 
CERTIFIED SUPPLIER 2 plier that he may very likely be 
* asked by a buyer to contact the 
Mia inte Certify aur ity pn WaEeg product engineer and review in 
supplied Hotpoint Co. Wetbcadlandling 4s yr the Range Sine Wt detail the making and processing 
Speinrnetesl torhjuibion for she Kangeand ¢ omponent xe of his materials. “We want — 
Fars Y oparlment shall remade so ling as Mey meainlnn bhett 100 4 rating -4 pliers ideas on our design prints ? 
pple bhis day SP me By says Range Department Materials 
Manager Tom White. Any changes 
a ' or agreements affecting the origi- 
== ss «8 aos as - nal design are written on four 
= | #2 | Se | O82 | Se blueprint copies, dated and signed 

JUNE JULY AUG SEPT OCT , : ; 
Tyee a we by the product engineer. This, 
ae 68. AA Sy K AY Ce: « () then, becomes the supplier's offi- 
O hy “= cial drawing until the first inspec- 
The mark of success, this certification dosen’t mean vendor can tion report has been approved by 
relax. He must continue to earn it. engineering, inspection and qual- 

ity control. 

The supplier may be asked to 





SPECIMEN SPECIMEN 
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Quality Performance 


contact inspection and quality 
trol to review details concerning 
the quality of the material. Again, 
blueprints are signed by 
tion and acceptable quality limit 
noted. The supplier is informed 
before he manufactures the first 
piece that defective material, re- 
gardless of where or when it is 
found, may be accumulated and 
returned for credit. 

Having been indoctrinated 
supplier gets one drawing ’ 
containing all documented change 
and The buyer 


also gives drawing copies to in 


understandings 


spection and quality control, 

to the product engineer. He keep 
copy for his file. Insofar a 

possible, there is then complete 


one 


understanding concerning the 
terial or parts to be supplied 

If the supplier desires, he may 
submit 


MmMa- 


preliminary 
checking. In samples 
from completed tooling are check- 
ed by the product engineer 
Copies of his report are sent to 
the supplier by the buyer. The 
supplier is cautioned not to pro- 
duce or ship any material without 
an approved sample inspection re- 
port. 

Realizing the costs involved in 
rejected materials, many Hotpoint 
suppliers like to run a quality 
audit in their own plant prior to 
shipment. To help these suppliers 
attain a 100 per cent quality rat- 
ing, Hotpoint supplies forms to 
be returned with each shipment, 
giving information on the parts 
audited. The supplier is cautioned 
to take random samples through- 
out the lot prior to shipment for a 
fair and representative sample 


samples for 


any event, 
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Buyer L. E. Van Eynde congratulates sales rep of D. L. Auld Com- 
pany. Consistent quality is indicated by certified stamp on cartons. 
On hand to add their congrats are E. J. Kincaid, manager quality 
control, Purchasing Manager Gagan, G. A. Diamond, Supervisor- 


Incoming Inspection. 


Hotpoint checks — production 
shipments with single and double 
sampling procedures, depending 
on lot sizes and “tightness” of ac- 
ceptable quality limits. 

Let’s assume that a shipment of 
500 pieces has been received. Re- 
ferring to the sampling table illus- 
trated, Hotpoint first selects the 
number of pieces to be 
inspected the “Lot Size” 
column. This is a first-sample size 


proper 


from 


inspection, so it inspects 35 pieces. 
Previously agreed on with the 
supplier, and marked on his draw- 
ing copy, is the “acceptable qual- 
ity band” percentage. Since many 
of these are between 1.2 and 2.1 
per cent, Hotpoint uses this 
; Across the selected AQL 


range 
band and under the proper lot 


and sample size column, it finds 
numbers listed under Cl and C2. 
These numbers are the amount of 
allowed defectives for the first 
sample (C1) and second sample 
(C2). For the first sample (under 
C1) it allows one reject. If more 
than one reject is found in the 
35 pieces, it inspects a second 
sample (C2). If the amount of 
defectives exceeds the sum al- 
lowable under Cl and C2 (in this 
case, 5) the lot is rejected. If the 
number of defectives allowed un- 
der C2 is equal to or less than 
4, the lot may be accepted. 


Numerical Ratings 
When a shipment has been 


checked, it is rated as “accepted”, 


“cautioned”, “caution rejected”, 








or “rejected”. The ratings carry 
a numerical value of 10, 10, 5, 
and 0 points respectively. Al- 
though each shipment is rated 
individually, a rating on a sup- 
plier’s material is not issued un- 
til ten consecutive lots have been 
checked. These ratings are issued 
on a weekly basis to those sup- 
pliers having material rated be- 
low 100 per cent. Those supplier 
who have maintained a 100 per 
cent rating are notified on a 
monthly basis. 

Definition of the ratings make 
it clear what the numercial values 
mean: 

1. Accepted—no 

necessary. 
An acceptable caution rating 
indicates that materials may 
be used without necessity of 
detailing, reworking or low- 
ering of quality standards. 
The supplier should make all 
necessary corrections im- 
mediately. 

A caution rating indicates 
that a supplier, having been 
issued an acceptable caution 
report has not made neces- 
sary corrections or has not 
received Hotpoint’s approval 
to continue shipping the same 
material. 

A caution reject rating in- 
dicates that, in lieu of formal 
rejection report, material 
must be detailed or reworked 
at Hotpoint to maintain pro- 
duction schedules. Before 
material is released to manu- 
facturing, purchasing must 
determine whether rework 
charges will accrue to Hot- 
point or the supplier. 


clarification 


When material is rejected, a 
report using a serial number is 
issued showing in detail why ma- 
terial was rejected. Involved in 
rejections, of course, is the pos- 
sibility of rework at Hotpoint, 
or rework by the vendor. This 
report, however, has no direct 
bearing on the vendor’s rating. 


Vendor Quality Certification 


Motivation for the supplier to 
attain and maintain a 100 per cent 
quality rating is one of the most 
important functions of Hotpoint’s 
quality control system. This is 
important because a certified ven- 
dor is authorized to furnish Hot- 
point with shipments without con- 
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Reports sent to vendor show what his rating is and exactly why. 


tinuing inspection. This authoriza- 
tion, in the form of a certificate, 
means that the supplier has fur- 
nished thirty consecutive lots of 
material and has received three 
100 per cent ratings. 

Besides being an excellent ven- 
dor relations program, Hotpoint 
benefits from faster flow of ma- 
terial, elimination of cost of re- 
jects including transportation, 
and reassignment of labor no 
longer needed. Important, too, are 
recognition of outstanding vendor 
performance, pride of workman- 
ship, elimination of misunder- 
standing and misinterpretations. 

Once his material has been cer- 
tified, the vendor receives, each 
month, a postage size stamp 
marked “100%” to be placed on 
the certificate. In addition, the 
supplier is furnished with a rub- 
ber stamp. His inspection people 


use the rubber stamp to mark 
lot numbers and verification of 
his certified rating on. cartons or 
boxes in which his material is 
shipped to Hotpoint. This way, 
the workers know what “certified” 
quality means to them. 

To state that this certified qual- 
ity control system is “catching 
on” would be a gross understate- 
ment. Hotpoint’s vendors are run- 
ning, jumping, hammering, plead- 
ing, and cajoling with their 
workers to get the “Certified Sup- 
plier” certificate. And are they 
proud when they get it! One 
vendor recently showed the Hot- 
point certificate on the front cover 
of his monthly company publica- 
tion. Inside cover is a full-page 
message to the vendor’s employees 
stressing the importance of keep- 
ing the certificate by working for 
consistent quality. 
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J oun B., purchasing agent, has 
just had his annual check-up un- 
der the company’s health pro- 
gram. The medical 
looking over the 
what it says about John’s physical 


director is 
report to see 


and mental condition 

The experienced has 
learned not to be surprised by 
But something about this 
.purchasing man may raise a few 
eyebrows when the report is in- 
terpreted for top management. 

John, it seems, is healthy, happy 
with his work, and possessed of 
good habits 


dor tor 


much. 


On this score, as a 
matter of fact, he’s a little better 
than most of his fellow 
tives. But he’s got troubles they 
don’t have to any great degree 
John is unhappy. Why? Well 

-he_ dislikes someone he 

works with; 

. he feels his superior is steal- 

ing all the glory; 

.his tensions are caused by 

his superiors’ personalities; 

.. he feels insecure in his job; 

-he’s dissatisfied with his 
progress in the company; 
.he isn’t getting the recogni- 
tion he deserves. 

In spite of it all—or perhaps 
because of it—he’s more of a 
drinker than his pals in produc- 
tion or 


execu- 


engineering or even 


sales. 


Not A Hypothetical Case 

John B.’s case isn’t imaginary 
Nor does it give a picture of the 
average P.A. by any means. It’s 
actually a composite 
based on a 


relative 

survey of business 
tension by the Life Extension 
Foundation. The non-profit med- 
ical research and education group 
queried hundreds of American 
business executives on their 
health. The profile above is a 
comparative one, developed from 
purchasing agents’ answers to the 
confidential survey. It highlights 


the one apparent danger spot in 
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Are P.A.’s Neurotic ? 


Despite the pressures of the job, purchasing people 


are in pretty good shape, physically and mentally. 


But when it comes to incentives and getting along 


with others, they're tenser and more frustrated than 


sales, engineering or production people. 





schef ty 


“Let’s start at the beginning. What made you decide to be- 
come a purchasing agent in the first place?” 


the purchasing agent’s psycholog- 
ical make-up. 

Executives were asked 49 com- 
prehensive questions on their per- 
sonal lives. Life Extension Foun- 
dation specifically asked that they 
remain anonymous. There was 
nothing on the questionnaire to 
identify the person who filled it 
in. Questions covered these areas: 
Age; Location and Salary; Eating 
Habits; Smoking Habits; Job Con- 
ditions; Recreation; Sleep Habits; 
General Health; and Retirement. 

Some surprising—and rather 
contradictory—facts about pur- 


chasing people were turned up. 

The overwhelming majority are 
not “working under constant ten- 
sion.” Only 13.7 per cent said 
they were—a scant three per cent 
increase over the 13.3 average for 
all businessmen. On the other 
hand, 21.3 per cent of advertising 
men feel constant tension, as do 
17.5 per cent of legal executives. 
Sales managers, as a group, are 
slightly more tense than P.A.’s, 
while production people are 
slightly less. 

Of those purchasing agents who 
feel that they work under pres- 
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Purchasing Survey Sales Production Engineer'g 
How Purchasing Compares Executives Total Executives Executives Executives 


/ 
% % % % % 


Percentage Working Under Constant Tension 13.7 13.3 13.8 12.9 9.8 


Job Requirements: 


Homework: Regularly 1 or more times a week . 30.0 34.4 22.6 
Over 5 hours a week ieee 25.8 26.9 18.1 


Entertainment: 
More than 2 business luncheons 
weekly 


More than 1 evening business ‘date 
weekly 


More than 1 week-end scion date 
a month 


Travel: 
More than 5 days away from home a 
month . . 
More than 2 hours a jw commuting 


Attitude Toward Work: 
Bored with job 
Loathe homework ........... 
Do not enjoy business luncheons 
Dislike business entertainment ... 


Attitude Toward Business Associates: 
Dislike of someone with whom they work 
Feel that superior is stealing all the glory 


Cannot express self to associates (especially 
superiors ) 


Say tension is due to personalities of superiors 


Incentive: 
Feel insecure in job 
Dissatisfied with business progress . 
Feel a lack of recognition ny 
Believe wife dissatisfied with progress 


Worries: 


Have unusual worry about personal health 
personal finances 
office problems 
home problems 


Living Habits: 
Sleep: Sleep restlessly .......... ere 
Average 6 hours or less a night 
Recreation: Exercise infrequently .... 
Have no hobby 
Have no extra-curricular interests 
Eating: Are on special diets 
Drink more than 3 cups of coffee 
daily 
Smoking: “Smoke more than | pack of cigarettes 
daily 
Drinking: Regularly have cocktail at luncheon 
Of those who smoke cigarettes. 
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sure, 52 per cent 
workload Other 


cited include deadline or time re- 


Causes 


heavy 


strictions, creative requirement 


volume or quota requirement 
and business competition 

The survey points up a feeling 
that P.A.’s have expressed to one 
another for many years. In spite 
of the growing stature of the func 
tion, purchasing agents 
lieve they’re not 
they dese 


out of six 


recognition 
than one 
cent) feel 
In the 
tude toward 


“insecure” 
labeled 


business assov lates 


categ ry 


the purchasing agent is different 
from the average executive 
most 12 feel that 


per cent 


1 41 
stealing all the gl 


P.A 


figure 


superior “1 
while the doe 
Thi 


whopping 112.5 per cent 


work.” repre e! 
over the overall average 

About 38 per cent say that thei: 
tension is due to personalities of 
superiors—more than 50 per cent 
And 22.0 per 


cent answered yes to the 


above the average 
que tlio! 


“Is there someone with w hom vou 
work you would like to 


‘drop off a bridge’?” 


whom 


Does the Job Attract Neurotics? 

These 
esting questions 
ing. The 
are low in the absolute sen 
You 


mild intere 


results raise some inter- 
purchas- 
damning perc nn 


about 


relatively high don’t 
to have even a 
psychoanalysis to ask yourself 

Is there something about this 
buying job that leads to frustra- 
tion and anxiety? 

Or does the purchasing profes- 
sion just attract neurotics and 
malcontents? 

Is management slowly driving 
its purchasing people crazy? 

An interpretation of the survey 
figures by Dr. Harry J. Johnson, 
president of Life Extension Foun- 
dation, is not flattering. “Tension,” 
he says, “is clearly identified with 
the personality of the individual 
executive. It within 
the the 
outer forces of his living or work- 


stems from 
man rather than from 
ing environment. 

“But,” he adds, “the other sta- 
tistics show that most purchasing 
agents are stable, active, con- 
servative, well-adjusted people. 
So if you meet a P.A. who tells 
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P.A.’s Personal Habits 


The survey accumulated a wealth of statistics about the 
personal and business habits and attitudes of purchasing 
agents. Here are a few selected at random: 


98.1 per cent sleep restfully. 


86.5 per cent like their jobs very much. 


94.2 per cent do not take tranquilizers. 


71.1 per cent do not do business “homework”. 


85.6 per cent average seven hours or more sleep a night. 


56.3 per cent exercise frequently. 


94.1 per cent have worked for the present employer over five years. 


73.6 per cent have no unusual worries about office problems. 


66.7 per cent have a hobby. 


54.5 per cent have extra-curricular interests. 


68.2 per cent do not have more than two business luncheons weekly. 


85.4 per cent are not on any special diets. 


60.6 per cent drink three cups of coffee or less each day. 


75.6 per cent do not regularly have a cocktail at luncheon. 


60.6 per cent spend less than two hours a day commuting. 


22.1-per cent would like to do consultant work after retirement. 


1 


su his job has made him tense, 
he’s a man who’s just fooling him- 
self. No job exists that creates 
by itself. Therefore, any 
tension that a purchasing agent 
might have is definitely a result 
of his own personality, not his 


tension 


occupation.’ 
Consolation for P.A.'s 

Trying to rationalize away the 
ninor differences that exist in the 
urvey is like beating a flea to 
death with a sledge-hammer. But 
one prominent purchasing agent 
who had an advance look at the 
survey figures put it this way: 

“T believe it is the job that 
the difference. You know 
as well as I that two important 


Causes 


developments are taking place in 
continued 
recognition; 


purchasing: one, a 


struggle for two, a 
gradual influx of young and eager 
people into staid old unprogres- 
This means 
you're bound to get conflicts be- 
tween the new and the old gener- 
ation. This means you're bound to 
have a continuation of complaints 
that not getting 
recognition and that the function 
itself ismt getting recognition. 
Personally, I think the survey re- 


sive departments 


individuals are 


‘And 


veals a good situation—not some- 
thing we have to be ashamed of 
It shows we've got growing pains. 
that in 
getting bigger and better.” 

What About That Drinking? 

The puzzler in the survey is 
the figure on a daily cocktail at 
lunch. Twice as many P.A.’s as 
salesmen have a regular noon- 
time snort. This could indicate a 
number of things: (1) Because of 
the recession salesmen are taking 
purchasing agents out in pairs; 
(2) purchasing agents as a class 
are drinking more heavily; (3) 
salesmen as a class are drinking 
less; (4) purchasing agents are 
more truthful than salesmen. In 
the absence of more definite in- 
formation, fairly 
obvious that no final answer can 
be given. It can be pointed out, 
nevertheless that the cocktail 
helps pave the way for a friend- 
lier relationship, but P.A.’s don't 
want it overdone. Less than 20% 
of the purchasing agents say they 
“don’t enjoy business luncheons.” 
But over 30° say they “dislike 
business entertainment” (where, 
presumably, the cocktails flow 
more freely.) 


turn means we're 


however, it is 
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Frank Warga, (left), general foundry superintendent, explains the workings 
of a two-port air valve cast of ni-resist at the steel foundry of AiResearch 
Manufacturing Company, Los Angeles. 


How to Select the 


Right Casting 


By T. C. DuMond 


This is the eighth in a series of 
articles on the technical aspects 
of purchasing, The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and _ basic 
instruction for trainees or buy- 
ers new to specific commodities. 
Mr. DuMond is the author of 
the well-known book, “Fabri- 
cated Materials and _ Parts” 
(Reinhold Publishing  Corp., 
New York). A mechanical en- 
gineer, he has spent many years 
in technical writing and editing. 
He has published two other 
books on engineering materials 
and fabricated shapes. 


Berore TURNING our atten- 
tion to metal forms of other types 
it is probably wise to review the 
major casting methods to see how 
they compare. The simplest meth- 
od of review is by means of a tab- 
ulation of the comparable quali- 
ties of each method. This has been 
done in the accompanying table. 
Users of the table should realize 
that a table such as this is to be 
used only as a guidepost rather 
than as an exact measuring rule. 
It is likely that exceptions can- be 
found to nearly any statement in 
the table. However, the excep- 
tions usually involve something 
other than standard practice and 
probably result in additional costs 
or invoke some other penalty. 
Numerals shown.in each square 
are used comparatively for each 
factor being discussed. Those be- 
ing superior as far as any one fac- 
tor are concerned are numbered 
1; least favorable 3. In some cases 
there is really not too great a dif- 
ference between the two extremes; 
in others the difference is vast. 
Probably the best way in which 
to use the table is to determine 
the two or three most important 
factors as far as your needs are 
concerned, find those casting 
methods best in these respects and 
then investigate more completely 
those methods which appear to be 


most suitable. 
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Sand 
Castings 


Shell Mold 
Castings 


Permanent 
Mold Castings 


Raw Materials Range and Costs 


1. Process capable of 
accepting any cast 
able metal now be 
ing used. Thus, ma 
terials costs range 
upward from the low 
est price metals 


1. Most materials can 
be cast in_ shell 
molds, with the pres 
ent exception of low 
carbon steels 





Tool and Die 


1. Tool- costs for the 
casting process are 
the lowest of those 
for any casting meth- 
od. Molds destroyed 
after one use. 


Optimum Lot 


1. Almost any quan 
tity of parts can be 
made as sand cast 
ings, from one to 
millions. Although 
when extremely large 
quantities are in- 
volved some high pro- 
duction method might 
be considered 


_ Direct Labor 


3. High. Considerable 
labor, much relatively 
unskilled, needed to 
mold, melt, snag, 
clean and handle. 
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Costs 


2. Moderate costs are 
involved primarily be 
cause of materials 
required to make 
shells. These are not 
resuable. Patterns 
considerably more 
expensive than for 
sand casting. Mold 
destroyed after one 
use 


Sizes 


1. In some instances 
only a few ports are 
required to jusify the 
process. Normally, if 
machining can be re 
duced by 20% as 
few as 40 or 50 
parts can be cast 
economically. 


Costs 


1. Relatively low. One 
man can_ produce 
large number of mold 
shells. Few secondary 
operations necessary 











2. Moderate range of 


materials, including 
aluminum, magnesi 
um, bronze and gray 
iron 


3. High costs are 
due to the.use of 
rather complex metal 
molds which must be 
machined carefully 
Molds last for 3,000 
to 5,000 parts for 
gray iron; up to 25, 
000 parts in alumi 
num 


3. Usually several 
thousand parts should 
be needed before the 
method should be 
considered 


2. Moderate, less 


than for sand cast- 
ing but more for 
most other casting 
processes. Labor sav- 
ings come from elim 
ination of need for 
making new molds 
for each casting. 














Plaster Mold 
Castings 


3. Narrow range of 
materials are capable 
of being cast in 
plaster molds. These 
are all nonferrous 
and include certain 
brass, bronze and 
aluminum alloys. 


2. Moderate tooling 
costs are involved 
because of need to 
moke patterns with 
extreme care to im 
part detail and sur 
face finish to cast 
shape 


2. Moderate range of 
quantities are suit- 
able - between 100 
and 2000 pieces of 
a given size and 
shape 


3. High - considerable 
skilled labor needed 
to handle making of 
delicate molds. 








Investment 
Castings 


1. Any metal cap 
able of being melted 
by normal methods 
can be formed as 
investment castings 


1. Relatively low, de 
pending upon whether 
or not a good model 
is available from 
which to make pat- 
tern molds. Too, costs 
depend upon whether 
soft metal or steel 
molds are required. 


2. Low to moderate. 
Selection of the proc- 
ess is most likely to 
be made on a basis 
of its ability to pro- 
duce the desired 
shape or make the 
shape in a material 
difficult to form by 
other methods 


3. High - process re- 
quires many hand 
operations involving 
manual dexterity and 
delicate touch. 








Die 
Castings 


3. Most die castings 
are made of zinc, 
aluminum, magnesi- 
um and some copper 
alloys. Lead and tin 
are also castable by 
die cast methods. 


3. High die costs re- 
sult from need to 
use materials cap- 
able of withstanding 
high pressures from 
molten metals. Costs 
generally highest of 
all casting processes 


3. High costs of dies 
are such that large 
quantities are usually 
required to reduce 
these costs to a 
reasonable level per 
casting 


1. Low to medium. 
Although skilled labor 
is required, high out- 
put reduces cost per 
piece produced. 








Sand 
Castings 


Shell Mold 
Castings 


Finishing Costs 


+ 


3. High. Cleaning, 
snagging and ma- | 
chining are usually 
required. All these 
operations are ex- 
pensive. 


Scrap Loss 


2. Moderate. Most 
foundry scrap can be 
remelted and recast. 
Machining scrap is 
not recovered eco- 
nomically. 





| 


1. Low. High degree 
of surface finish and 
cleanliness of process 
minimizes cleaning 


| and finishing, Ma- 


chining often elimi- 
nated. 


1. Low. 
from castings usually 
reusable. Practically 
no machining scrap. 


Complexity of Parts 


1. Wide range of 
complexity _ possible. 
Holes, bosses, locat- 
ing pads, etc., can 
be cast in place. 





2. Moderate. Note as 
great as sand or in- 
vestment castings, 
although sharp cor- 
ners and surface de- 
tail are easily ob- 
tainable. 


Range of Sizes 


1. Wide. Probably no 
upper limit to the 
size of sand castings. 
Capable of making 
any size of part 
desired. Moderately 
small. Section thick- 
nesses down to Vg 
in. can be cast. 


Mechanical a 


2. Fair to high. Pro- 
vide good bearing 


surfaces, , 


2. Moderate. Usually 
limited to parts 
weighing about 20 
pounds. Larger sizes 
involve excessive 
mold and equipment 
costs. Pieces as small 
as a few ounces suit- 
able. 


1. Good. Casting 
usually free of por- 
osity and surface de- 
fects. 





Trimmings | 








Permanent 
Mold Castings 


2. Low to moderate 
Less machining re- 
quired than for sand 
castings. 


1. Low. Most scrap 
can be reused. 


3. Limited. Molds are 
restricted in complex- 
ity, although some 
internal complexity 
can be attained by 
using sand cores. 


2. Moderate. Top 
limit of 50 Ib in 
aluminum down to 
pieces weighing as 
little as 1 oz and 
with section thick- 
nesses as fine as 0.1 
inch. 


nd Structural Properties 


2. Fair to good. If 
centrifuged, castings 
are strong and dense. 








Plaster Mold 
Castings 


1. Low. Little ma- 
chining or cleaning 
needed to make parts 
ready for use. 


1. Low. Most scrap 
is remeltable foundry 
scrap. 


2. Relatively complex 
parts can be cast 
because molds are 
destroyed after each 
casting. 


3. Limited. Fragility 
of molds makes 15 
lb the upper weight 
limit. At the other 
extreme, process ca 
pable of producing 
parts as small as 
0.032 in. 


2. Fair properties 
without any special 
properties. 








Investment. 
Castings 


1. Low. Cleaning and 
machining . usually 
eliminated except for 
removal of sprues 
and gates. 


1. Low. 


easily 


Most scrap 
reclaimed. 


1. Extreme complex 
ity possible. Method 
of producing molds 
widens range of in 
tricacy. 


3. Limited. Larger 
pieces are restricted 
to those weighing 2 
lb or less. Many 
parts weighing 1 oz 
or less produced. 


1. Good, but no out- 
standing special 
properties. 








Die 
Castings 


1. Low. Usually only 
a simple trimming 


operation is required. 

If plating is intended, 

chemical cleaning is 
necessary. 


1. Low. Gates, sprues 
and flask can be 
remelted. 


2. Limited only by 
complexity of die. 
The more complex 
the die, the higher 
will be the cost. 


2. Die castings are 
made as small as a 
tiny fraction of an 
ounce up to as high 
as fifty pounds or 
more. Large sizes in- 
volve heavy die costs. 


2. Fair to good. Spe- 
cial properties can 
be achieved by cast- 
ing inserts having de- 
sired characteristics. 





PURCHASING 





Sand 
‘Castings 


Shell Mold 
Castings 


Permanent 
Mold Castings 


Plaster Mold 
Castings 


Investment 
Castings 


Die 
Castings 





Precision and 


Tolerances 





3. Relatively low 
Commercial toler 
ances of '% in. per 
inch common 





1. Tolerances of 
0.005 in. per inch 
common; closer di 
mensions possible at 
extra cost 





2. Approximately 
0.020 in. per inch of 
length 





1. Equivalent of shell 
mold casting and in 
vestment casting 
0.005 in. per inch of 
length 





1. Tolerances of 
0.005 in. per inch 
are common, al 
though closer can be 
had at higher cost 





2. Tolerances of 
0.015 in. per inch 
cre attained at high 
production speeds 





Surface Detail and Smoothness 





3. Poor in both finish 
and detail as com 
pared with other 
casting methods 





1. Good in both 
smoothness and re 
production of detail 





2. Good smoothness, 
detail only moderate 





2. High degree of 
surface finish and 
fair reproduction of 
detail 





1. Excellent surface 
finish and reproduc 
tion of detail. Proc 
ess is used to make 
intricate jewelry 





1. Good both as to 
quality of finish and 
reproduction of de- 
tail 





Getting Into Production 





1. Relatively fast 
Patterns can be made 
in a few hours or 
few days 





2. Moderate. Con 
siderable time re 
quired to prepare the 
highly polished pat 


terns 


2. Moderate, several 
days to a few weeks 
required: to make 
patterns 





2. Moderate, several 
days to a few weeks 
depending upon com 
plexity of part 


1. Fast. Sometimes 
production car be 
started in a few hours 
if a good master 
part is available 


3. Slow. Several days 
to several weeks re 
quired to make die 





Rate of Output 





2. 25 to 600 per hour 

using match plates 
and high speed mold 
ing machines 





2. Moderate, Shells 
can be produced at 
various rates from 4( 
per hour up to 50 
per hour in multiple 
station machines 





2. Moderate up te 
100 per hour or more 
are usual 





1. Fast. Up to 1,000 
pir hour dependin3 
upon size 





3. Slow. A rate of 
100 per hour is con 
sidered good 





1. High. Normally 
rate of output ranges 
from 100 to 1000 
pieces per hour; at 
times production can 
reach as high as 
3,000 per hour 





Remarks 





When dimensiona' 
- accuracy and superior 
finish are not items 
of major importance, 
sand castings offer 
the greatest advan 
tage in cost and 
range of materials 


Shell molding is to 
be considered when 
sizes and quantities 
are moderate but 
where good surface 
finish and dimen 
sional accuracy are 
important 








This process falls 
somewhere between 
die casting and sand 
casting as far as 
most factors are con 
cerned 





Extremely fine fin 
ishes are attained by 
this method and pro 
duction rates are 
good, although range 
of materials is 
limited 





Investment casting is 
often the only prac- 
ticable method of 
making small intri 
cate parts of metals 
that are virtually im 
possible to fabricate 
by other methods 





When quantities are 
sufficiently high, die 
casting should get 
strong consideration, 
provided the parts 
can be made of ma 
terials compatible to 
the process 








Caustic soda and white reinforcing pigments, basic Columbia-Southern chemicals, are used throughout many industries. World's 


COLUMBIA-SOUTHERN CHEMICALS HELP BRIGHTEN 


IDEAS ON PARADE .. 


. reviewed every day by the management team building and selling successful products 
Their responsibilities range from research and design to marketing and delivery 

These men and women make the profit-creating decisions for going, growing businesses rubber 
zoods, glass, textiles, petroleum products, metals, plastics, paper, food, chemicals, soap, foils and wraps, 
osmetics, pharmaceuticals, disinfectants and cleansers. A vital part of their jobs is spotting and applying 
new trends in materials selection, processing, and handling that produce better goods at lower cost. 

The versatile basic chemicals brighten the prospect for continual improvement of almost all products 
ind processes. Columbia-Southern, a leading producer of these essential industrial chemicals, can be a big 
help to your business as both supplier and technical adviser. Call Columbia-Southern with your next order. 
You'll soon see why Columbia-Southern chemicals, research, service, and technical assistance help brighten 
the future for products. The Columbia-Southern Chemical Corporation, One Gateway Center, Pittsburgh 


22, Pennsylvania. Offices in principal cities. In Canada: Standard Chemical Limited 


NaHCO;3;—Sodium Bicarbonate ~°* 


CaCiz—Calicium Chlioride °« 
KOH—Caustic Potash ° 


Na2SO.4—-Sodium Sulfate: 
CCli4z—Carbon Tetrachioride ° 


NH;—Anhydrous Ammonia 





first practicable all-colored tires, above, were developed by Columbia-Southern. You'll be seeing more—many more. 


THe FUTURE FOR SO MANY PRODUCTS 


LOOK AT NaOH—CAUSTIC SODA 


Petroleum producers and cellophane 


LOOK AT Cl,—CHLORINE 

C Highly reactive chlorine’s transforming touch 
creates thousands of molecular regroupings 
necessary to economk il processing ot prod 
ucts ranging from solvents to plastics, wonder 


drugs to refrigerants 


manu 


facturers, textile and rubber makers, busi- 


nesses by the dozens put caustic soda’s 


voracious appetite to work “eating” away 


unwanted organic or inorganic compounds 





LOOK AT Na,CO,—SODA ASH 

This versatile alkali serves as basic raw mate 
rial or essential ‘“‘refiner’’ in the manufacture 
of glass, chemicals, detergents, ferrous and 
non-ferrous metals, pigments, soap, textiles 


paper and many other items 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION 


TiCiz—Titanium Tetrachioride 
Chiorinated Benzenes °* 


HCi—Muriatic Acid * 
Chiorinated Solvents ° 


Agricultural Chemicais °* 


LOOK AT H,0,—HYDROGEN PEROXIDE 

One of Columbia-Southern’s newer products, 
this compliant chemical has a range of reac 
tions that permits its use for bleaching paper 
and textiles, as a rocket propellant, as a 
reagent in organic syntheses 


A Subsidiary of Pittsburgh Plate Giass Company 


Ca(OCi)2—Caicium Hypochiorite 
Chrome Chemicals 








Products and Ideas 


Metal Cabinet 
Doubles 


Storage Area 











A typical Vidmar cabinet, showing 
how a heavily loaded drawer can be 
fully extended without sagging to 
make the entire contents completely 
accessible. 





A NEW metal cabinet storage 
system has these features: 

@ Saves up to 50 per cent in 
storage area. 

e@ Gives quick 
all parts. 

e@ Has all parts in full view. 

The storage system, called Vid- 
metal cabinet 
housings that contain a variety of 
different sized drawers. Heights 
of the cabinet housings range 
from bench level to 10 feet. The 
maximum weight 
drawér is 400 pounds. When fully 
loaded, the. drawer rolls out as 


accessibility to 


mar, consists of 


capacity of a 


easily as if it were empty. 

The system will store as much 
as 24,000 pounds of material in 
25 square feet of floor space. It 
interchange- 
ability of cabinet components with 


provides complete 
an infinite number of interior ar- 
rangements to meet a wide variety 
of industrial storage situations. 
The 


of heavy 


housings are constructed 


sheet to withstand 


use. A locking 


operates an entire bank of cabi- 


rugged system 
nets simultaneously by means of 
single handle. 

The system's storage drawers 
are available in 12. different 
starting with 1 inches 
increments ol 
1314 


Can 


heights, 
and increasing in 
to a maximum otf 
inches in height. Partitions 
be placed in the drawers in either 
front to 


34 inch 


direction—from 
ide to 


on each of 


rear, oO} 
slots 
the 


arrange- 


side. There are 32 
the four sides of 
drawer to receive any 
ment of dividers. 
The are 
a carriage frame which rides on 


drawers mounted on 
ball bearing slides to provide a 
feature. This 


can 


extension 
neans that loaded 
be pulled all the way out without 


double 
drawers 


sagging. 

The cabinets are the product 
of Vidmar, Inc., a division of 
Volkert Stampings, Inc., Queens 
Village, Long Island, N.Y 


Write No. 31 on Inquiry Card—Page 32 


The Vidmar storage system as used for a tool crib. 


- ©) s eeebbaee 


PURCHASING 





NEW FASTENERS CATALOG 


Send today for your copy of this useful reference, 


the most. complete edition ever issued! 


Bethlehem has just issued ‘Indu asteners, 


an illustrated catalog on | threaded 


fasteners. Handsomely bound, this 164-nage 


, : , 
gd in two Coiors; and 


catalog ts attractively printe 
it is packed with data on just abc 


and of 


ut every type 


size fastener im List prices, 
dimensions, weights, and container quantities 
are also included. 

If you have not yet received your copy, use 
the accompanying coupon. Simply print your 
name and address, clip the coupon, and mail it 


direct to us at Bethlehem, Pa 


For More Write 


Information 


No 


189 on 


Publications Department, Room 1044 
Bethlehem Steel Company 
Bethlehem, Pa. 


Gentlemen 
Industrial Fasteners,” 
headed and 


| would like to have a copy of 
(No. 436) on 


your new 


164-page catalog threaded 


fastener items. 


Name 
( ‘ompany 


Address 


Inquiry Card—Page 32 





SLASH GLOVE COSTS — 





GIVE EXTRA 


PROTECTION 


with the Jp CD IVE 
COST-REDUCTION 


Customer: major metalworking plant. 


Operation: fabricating large sheet 
metal parts. This is just one of scores 
of case histories on how the Jomac 
Cost-Reduction Plan has made big 
savings. Proof that this plan can 
work for you is yours for the asking. 
Write for “Evidence” booklet shown 


opposite. 


JOMAC 


INDUSTRIAL GLOVES 


Plants in Philadelphia, Pa., and Warsaw, Ind. 
In Canada: Safety Supply Company, Toronto 
In Europe: North-Jomac Ltd., London, W1 


For More Information Write No. 


| 
| 
J. 


JOMAC INC., Dept. F 
Philadelphia 38, Pa 


send me a copy of your “Evidence” booklet 


Have your representative call 


Company 


Address 


hash eb dane eee ents en eanecmenins 


190 on Inquiry Card—Page 32 





Products 





Save up to 50% on Pipe 
Covering 


A pipe covering of Styrofoam 
is available in a wide range of 
diameters for virtually every 
domestic and industrial applica- 
tion in low temperature pipe 
covering. It provides insulation 
plus complete vapor barrier, anti- 
sweat and anti-drip properties of 
high efficiency. Its patented pre- 
adhesive edges, along with other 
features are claimed to cut appli- 
cation time and costs by 40% to 
50% for all large or small pipes. 
It is made by Glo-Brite Products, 
Inc., 6415 N. California Ave., 
Chicago 45, III. 


Write No. 32 on Inquiry Card—Page 32 


Low-Range, 
Torque-Watch Gage 


Low torque, both clockwise and 
counter-clockwise, of 0.025 to 0.6 
oz/in, can be read directly on the 
large watch-face dial of a newly 
introduced torque-watch gage. It 
provides a means for measuring 
torque on miniaturized apparatus. 
Linear scale on dial can be furn- 
ished calibrated in oz.-in. or 
gram-cm. Standard accuracy is 

5% of full scale. Gage measures 
15%” diam x 3-7/16” long. It 
weighs 7 oz. A keyless chuck is 
standard, a keyed, optional. It is 
made by Waters Mfg. Inc., Way- 
land, Mass. 


Write No. 33 on 


Inquiry Card—Page 32 
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*.. Order the 40 machines, 10.000 
feet of cable—and oh, yes, Mabel 


wants 6 packets of petunia seeds. CHEMICALS, METALS, MINERALS FOR THE 


CHEMICAL PROCESSING AND METALWORKING INDUSTRIES 
ath 


- + METAL & THERMIT 
CORPORATION 
2 > 


GENERAL OFFICES RAHWAY. NEW JERGEY 
o>, ve 


@ Chemicals of tin, antimony Welding electrodes, machines 


phosphorus, silicon Plating processes, materials 
Stabilizers for vinyls 


Plastisols, protective coatings 
acter fungicides for , 
= ~- ye a ‘ Titanium and Zirconium minerals 
Ceramic opacifiers Metals and alloy 


Share your Purchasing Department humor with us 
Thanks for this smile go to: 


Mr. S. Richardi, P.A, 

Pitt-Consol Chemical Company 

A subsidiary of Consolidation Coal Company 
191 Doremus Avenue, Newark 5, N. J. 


For More Information Write No. 191 on Inquiry Card—Page 32 


26, JOSS 

















AA ; 


{ ? 










































"DONT NEVER GO NEAR A CYCLONE FENCE, 
YOUSE WILL DEVELOP A TRAUMA,” 


Cyclone Fence is good for developing inferiority 
complexes in thieves and vandals. When topped with 
sharp barbed wire, it effectively thwarts, their most 
ambitious plans. And it gives effective control of the 








comings and goings of visitors and employees. 


Erection crews are specially trained by Cyclone to 
make each installation a perfect one. Long-lasting 
good looks as well as dependable protection are as 
sured. 


We invite you to write for our free [isu Fence ] 
booklet describing the 14 different ce ae 
styles of Cyclone Fence and _ the ‘ 
proper use for each. Fill in and send bo =~ 


the coupon below and the booklet will SS : a 


be sent to you at once. a 


USS and Cyclone are registered trademarks 















Cyclone Fence Dept., American Steel & Wire 
Division of 


United States Steel 




















Cyclone Fence, American Steel&Wire  “o™° 


Dept. 258, Rockefeller Bldg. 
Cleveland 13, Ohio 








Address 











Send free booklet, ‘Your Fence.” RE eee rr ... Zone.... State 











For More Information Write No. 193 on Inquiry Card—Page 32 


































Products 





Telescoping Conveyor 
Speeds Box Car Loading 





Designed for use in limited 
dock space, a telescoping power- 
driven conveyor can be used to 
speed up loading operations on 
box cars and trucks. It will ex- 
tend, 17’ to 51’. It automatically 
compensates for variations of dock 
levels to floor of vehicle. It 
delivers packages right to stack- 
ing point. It retracts under power 
with push button controls. It is 
mounted on swivel casters for 
moving to any location. It is a 
product of Power-Curve Convey- 
or Co., 2185 Jason St., Denver 23, 
Colo. 

Write No. 34 on Inquiry Card—Page 32 









Ridding Spindles, Quills, 
Sockets of Chips 


A taper chuck cleaner, now on 
the market, does a better and 
faster job of cleaning spindles, 
quills and sockets on machine 
tools than rags, brushes, or plugs. 
It utilizes the static action of 
special plastic blades, with an 
aluminum shaft which holds the 
blades, to attract chips and grit 
present in chucks. Tool is not 
affected by oil or coolants. It is 
available in Morse taper sizes No. 
1 through 5; Browne & Sharpe 
sizes 6, 7, and 12. The manufac- 
turer is James Products Co., 801 
Mentor Ave., Mentor, Ohio. 

Write No. 35 on Inquiry Card—Page 32 


For More Information Write No. 197 
on Inquiry Card—Page 32> 


PURCHASING 


































YOU GET 
EXTRA PROTECTION 
against corrosive... 
abrasive or 
explosive elements 


Standard TEFC 
1 to 100 hp 


Explosion proof 
1 to 100 hp 


with Wagner totally enclosed motors... 
protected for longer motor life 


NEW NEMA FRAMES | 
| _—_ 12 of ’ 


1 TO 100 HORSEPOWER—4 POLE, 60 CYCLE—NEMA FRAMES 182 THROUGH 445U 


tric Corporation 
6400 Plymouth Ave., St. Louis 14, Missouri Branches and Distributors in All Principal Cities 


The ball bearings used in these motors are of ctory rication will last for many years under Both ends of these motors have running shaft 
the highest quality, with. more n ample norn service, but openings are provided to seals to keep the bearings clean. Bearing hous 
pacity to provide long troublefree service under permit relubrication that adds years to motor ings are effectively sealed to prevent escape 


heavy ‘loads fe under severe conditions of grease 





YOU GET 
,OUBLE PROTECTION 
against corrosion... 

against falling 
or splashing liquids 


Air intakes and outlets are positioned to provide complete 


dripproof protection 


1YPEeE 

1 to 125 hp 
Wagner DP Motors offer the double 

f completely dripproof enclosures and r sgged 


an take rough handling and resist 


° 


frames that « 


with WAGNER 
TYPE DP MOTORS 
designed to meet more 


application needs 


er Ty poe DP Motors otter the double protection ol rugee dl ‘ 


t cast iron frames and dripproot enclosures so well designed that 


tant « 
DP Motor can handle many applications that formerly required 
BR ATE Factory lubrication will last for 


lashproot motors 
many years in normal service but openings are provided 


hese Wagner Motors are built in the new NEMA ratings that pa k 
to permit the relubrication that adds years to motor life 


power in less space, are lighter in weight and are easier to maintain 
! t under severe conditions 


SLEEVE BEARING MODELS AVAILABLE 


entire line of ratings through 125 hp is available with ball bearing 


mstruction as illustrated. or with steel-backed. babbitt lined sleeve 


vs that have high load carrying capacity and provide quieter 
ration 


i Wagner Sales Engineer show you how these motors can be applied 


Wagner 


ur needs. Call the nearest branch office or write for 


Hetin MU-223 


1 to 125 HP—1750 RPM—40°C 
NEMA FRAMES 182 through 445U 
OL RUNNING— Specially designed baffles direct cool 


ing air through the motor to reduce stator temperature 


Wasner Electric Corporation. 
thus increasing motor life. Blowers, cast as part of the 
move large volumes of air without noise or vibration 


6400 Plymouth Ave., St. Louis 14, Missouri. rotor 





Products There’s a 
ma: ; Thermoid Conveyor Belt 
‘lastic Bar Stoce ie 
for Machined Parts ke) s A job 





igid polyvinyl plastic stock 
on the market in bar 
or automatic screw machine 
production of corrosion resisting 
part t is said to machine 


brass, using both ordinary carbor 


iio 


igh speed cutting toc | 
tock range fror 
» and including 
“ie 
les 
effective 
teel. Its ] 
Joseph T. Ryerson 
x 8000-A, Chicago 





-_ i 3 cn tneuley Cond—Pene 22 And for 
Resizing W Grinding ° 
"oa aie “wi YOUR JOB, 
too! 


wn 


You'll find that Thermoid has 
Oe casts ath a Conveyor Belt that wears 
Thermoid Hose... better, lasts longer, stays ‘“‘on 
the job’ to save you time and 
money. Each Thermoid Belt 
by all types of worn grinding | is built to do a specific job best. 
wheels can be resized in a manu- The same is true of Thermoid 
facturer’s own plant. The wheel’s Hose, Multi-V Belts and Fric- 
bore can be_ re-established in < ’ tion Materials. Call your local 


about 15 to 20 minutes. It can also Thermoid Distributor. 
be employed to size new grinding 


J => 


wheels to meet specific produc- 
tion requirements. It handles 
wheels from 8” to 42” in diameter 


and up to 14” thick. It is a product 
of Wickes Corp., Machine Tool 4 F I 
Div., Saginaw, Mich 


Write No. 39 on Inquiry Card—Page 32 
For More Information Write No. 198 . Thermoid Company 
on Inquiry Card—Page 32> Trenton, New Jersey * Nephi, Utah 








HOW TO GET 
MORE 


FOR YOUR 


CASTING DOLLAR 


Accurate analysis of your casting costs 
should include a thorough knowledge 
of the scope of your suppliers’ opera- 
tions. Monarch’s new brochure gives 
you an informative guide to our modern 
manufacturing methods. 


Growth of casting usage 

Plant facilities and services 
Aluminum permanent mold castings 
Aluminum and certified zinc diecastings 
Automated permanent mold trimming 
Mechanized diecast trimming 
Secondary machining operations 
Custom finishing 

Exclusive Monarch finishes 

Casting engineering analysis 
Production control 
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MANUFACTURING 


ac 
1 motran! “tvaemenrs 


SLuUMminun 


Send for your copy today. 


MANUFACTURING 
in MOLTEN 


ACHIEVEMENTS 
ALUMINUM 


MONARCH ALUMINUM MFG. COMPANY 


3205 Detroit Avenue Cleveland 2, Ohio 
For More Information Write No. 195 
on Inquiry Card—Page 32 
40 





Products 





Apparatus Tests Product 
Shock-Resistance 


A high impact shock-testing 
facility is now available for manu- 
facturers of valves, meters, sol- 
enoids and_ similar shipboard 
equipment required to meet 
shock-test specification Mil-S-901- 
B. The machine can apply shock 
vertically or horizontally for of- 
ficially testing ail types of prod- 
ucts weighing 250 lb and under, 


which can be bolted or strapped 
to a plate on the machine’s anvil. 
It also supplies data on the re- 
sistance of products to shipping 
abuse. The device can be leased 
from Reliance Electric and Engi- 
neering Co., 24701 Euclid Ave., 
Cleveland 17, Ohio. 


Write No. 36 on Inquiry Card—Page 32 


Grease Lubricates Hottest 
Bearings 

An extreme temperature grease 
is now available with an oper- 
ating range from —45 F to 600 F. 
it makes possible for the first 
time extended lubrication at 600 F 
and speeds of 30,000 rpm. It meets 
the high speed and high tempera- 
ture lubrication requirements of 
supersonic aircraft, guided mis- 
siles and other similar present day 
equipment. Grease was developed 
by Shell Oil Co., 50 W. 50th St., 
New York 20, N.Y. 


Write No. 37 on Inquiry Card—Page 32 





Save time and money —buy 
HALLOWELL steel collars 


43 stock sizes from '/e to 3’in. bore 


Choice of knurled cup 
point or Nylok* self- 
locking set screws 
Standard HALLOwELI 
steel collars are now available 


with two types of socket set 
screws: UNBRAKO Self-locking 


solid 


knurled cup point or, where 
locking required 
with a plain cup or flat point 
or against extra hard shafts, 
UNBRAKO socket set screws 
withthe Nylok self-locking fea- 
ture. All collars size marked. 
Also solid and split cast iron 


acuion Its 


collars in bore sizes up to 
4'>), in. See your HALLOWELL 
distributor or write for Bul- 
letin 868. Hallowell Collar 
Division, STANDARD PRESSED 
” Steet Co., Jenkintown 31, Pa. 


*T.M. Reg US. Pat. Off., The Nylok Corporation 


Jenkintown ¢ Pennsylvania 





Standard Pressed Stee! Co. « é eve 1p Screw C . 


@ WNutt-Sbel C * 
Unbrak 


For More Information Write No 


e Wot Aachine Products Co. 
e Stand ynada ltd. @ 


ew 
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Equip Your Fleet With The 


te 7 RAMBLER iss: 


THE ONLY CAR IN AMERICA THAT 
HASN’T FORGOTTEN THE FLEET OPERATOR ... 


It’s true! Rambler has the fleet oper- 
ator in mind. While other cars grow 
bigger and bulkier . . . guzzle increasing 
quantities of gas—Rambler retains its 
compact size that makes it easier to 





Many large National Fleet users report substan- 
tial savings with Rambler—ask for the facts. 


WRITE OR WIRE 


FLEET SALES DIVISION 


AMERICAN MOTORS CORP. 
DETROIT 32, MICHIGAN 


For More Information Write No. 200 on Inquiry Card—Page 32 


May 26, 1958 


park and handle and garage . . . more 
economical to operate. And Rambler 
is tops in resale value, too—year after 
year. You'll find Rambler the smart 
fleet buy for 1958! 


RAMBLER 
CROSS COUNTRY 


Sales and service fleet users, 
manufacturing companies, 
many types of business 

find the Rambler station 
wagon perfect for their 
needs. Lots of room 

for tools, samples and 
display material. 


RAMBLER 4-DOOR SEDAN 


Here is the one car that combines 
American big car room with European 
small car economy and handling ease. 

Fleet owners report 4 to 8 more miles per 
gallon of gas on Rambler 6. Also available 
with top economy Rebel V-8 engine. 


RAMBLER AMERICAN 


Public utilities and other fleet users who want 
the lowest priced, most economical 

- American built automobile are making the 
switch to the Rambler American. Also 
available in 3 pass. business sedan. 








FLEET LEASING ARRANGEMENTS AVAILABLE 


If your firm leases fleet units, ask your leasing 
company for low Rambler rates or write us for the 
names of leasing companies with whom we have 
working arrangements. 








For More Information Write No. 192 


on Inquiry Card—Page 32— 
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Sticks like glue... works in 


You are looking at a Black & Decker Magnetic Drill 
Press at work 15 feet off the ground! No operator holds 
it--it holds itself to the work with over a thousand 
pounds of magnetic power. No operator touches it—he 
feeds it precisely into the work with fingertip pressure 
on the exclusive B&D Hydra-Power Feed. 

The new B&D Magnetic Drill Presses are truly so 
unusual they must be seen to be appreciated. They 


come in two capacities %” and 1%”. They are com- 
plete precision units not attachments. They ‘drill, 
ream and tap upside down, on their sides or upright. 
They are ideal for tool shops, steel fabricators, heavy 
machinery, maintenance . . . anywhere you have to take 
a drill press to the work. THE BLack & DECKER MrFc. 
Co., Dept. 1705, Towson 4, Maryland. (In Canada: 
Brockville, Ontario. ) 


See the Features of the NEW Black & Decker Magnetic Drill Presses 








MuttipLe Use! Magnetic +. C.Losest ToLerances! Drill 
Unit of 1%” Press may be Point Locator provides accu- 
used to hold pieces for butt racy never before possible! 
welding, etc! Built into magnet 


Check these exclusive. 
Black & Decker features! 


cle aw 


eel 
nse oe 
be? 

1%" MaGnetic Dritt Press works high in the air upside down! 
(Up to 14” capacity 


4" Maacnetic Dri. Press goes to the work, drills upside down, too! 
(Up to 13," capacity.) 


Sarety-Grip Switcu keeps + WorkK AREA BriGHut Ly Lit by 
magnet always “on” after exclusive headlight. Special 
operator releases switch trig- ruggedized bulb withstands 
ger—another safety plus hard usage 


LONGER Lire — INCREASED LONGER LireE— INCREASED 
SAFETY results from built-in Sarety as Reversing Switch of 
time delay in 14" Reversing ‘,” Press is turned. Switch goes 
Switch. Prevents motor being to ‘‘neutral’’ then ‘“‘on” again 
reversed tod rapidly in other direction 


.4 


Vf 


ioe 
’ 
— : ' gf 1 s 


from unitized construction of SaFeTy due to location of 

drill press —cannot work loose, magnet near drill point. Pro- 

. no side play ... Drill Press is vides maximum = magnetic 

Leading Distributors Everywhere Sell an integral unit power at drill pressure point 


hick & D MAIL COUPON TODAY FOR A FREE DEMONSTRATION! 
® 
- THE BLACK & DECKER MFG. CO., Dept. 1705, Towson 4, Md. 


Quality Electric Tools . . . Power-Built for top performance Please arrange a demonstration of your 1% 


Magnetic Drill Press 
Look Under Please send me additional informatjon 
TOOLS-ELECTRIC 


in Yellow Pages 


RS . i Company 


ee o 





Office Equipment and Supplies 


Labor Costs 
Reduced 25% 
With 

RIGHT Form 


A N EASY, economical way to 
order out-of-stock items for cus- 
tomers, a major headache and ex- 
pense for many distributors, has 
been developed by a Trenton, 
New Jersey distributor of indus- 
trial supplies. 

The firm is Wiley-Hughes Sup- 
ply Co., whose “NOI” (not-in-in- 
ventory) form cuts typing from 
three to one and effects a 25 per 
cent saving in direct clerical labor. 
And customers now receive non- 
inventory items up to 24 hours 
faster than they formerly did. 

When items 
show up on a customer’s order, 
Wiley-Hughes prepares a 10-part 
Here’s what 


non - inventory 


form. one typing 


does: 








N.O.1 


CDE MFG, COMPANY 
4 NOPLACE AVENUE 
NEW YORK, NEW YORK 


WILEY-HUGHES SUPPLY CO IWC 


Everything for the Mechanical and Electrical Transmission of Power 


EX port 3.4273 
at NEW YORK AVE. TRENTON @ N 


MOTOR TRUC 


UNT APPLIES ONLY 


ISCOUNT ON TRANSPORTATION CHARGES 


ORIGINAL INVOICE 


PURCHASE ORDER - INVOICE COMBINATION 


SHIP TO 


INVOICE NO 


X 17784 


SHIP TK 


TRANSPORTATION ( HARGES 


N AMOUNT OF MATERIALS 








1. Prepares four copies of an in- 
voice—the original, a duplicate, 
an office copy, and 
copy. 

2. Prepares two copies of a pur- 
chase order on the item, one to 
be mailed the same day to thé 
supplier, and one as an expediting 
copy for the office. 

3. Prepares an 


salesman’s 


acknowledgment 
copy for the customer, mailed im- 
mediately. 
4. Prepares shipping 
papers to be used when the item 
arrives the 
These include a receipt, 
customer’s delivery copy, and re- 
ceiving department copy. 

How to handle all these tasks 
together was solved by Uarco, In- 


necessary 


manufacturer. 
return 


from 


corporated, manufacturer of con- 
tinuous business forms. Through 
arrangements of carbons, certain 
information is deleted from copies, 
as desired. 

When the non-stock items are 
received from the manufacturer, 
shipping papers are completed 
originally and the order is trucked 
the same day. The receiving copy 
then goes to the office and the 
price is checked. Then the ac- 
counting department extends 
prices on the original invoice and 
puts it in the mail. 

Considering the amount of 
clerical labor involved, Wiley- 
Hughes found the handling of 
non-inventory items one of its 
most costly operations. The sys- 
tem was also prone to errors. 


PURCHASING 





A NATIONAL SYSTEM /ias 


President of 
blishing Co 


Rt ee 
b= Gt : 


*s 


FOUR OF THE many interesting books published by 
Kalmbach Publishing Co 


» of the Kalmbach Publishing Co. 


“Our Halional System 
saves us °*]1] 400 a year... 


pays for itself every 9 months!”’—kaimbach Publishing Co. 


Milwaukee, Wisc. 


“Our National System makes it 
easier for us to analyze sales because 
it supplies us with detailed business 
information in concise form,” writes 
A. C. Kalmbach, President of the 
Kalmbach Publishing Co. “This is 
just one of the many ways in which 
our Nationals have increased the 
efficiency and economy of our oper- 
ation. 

“Our National Bookkeeping Sys 
tem completes all our accounting 
work with speed and efficiency. It 


eliminates costly overtime work, and 
at the same’time, makes it possible for 
us to complete end-of-month state- 
ments on time. In all, our National 
System reduces our work load by 
approximately 630 hours per month. 

“Our National System saves us at 
least $11,400 a year, pays for itself 
every 9 months!” 


. /) () , ) 
CHO LLL 


President of the Kalmbach Publishing Co. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


For More 


Information Write No 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. For complete information, call 
your nearby National representative to 


day. He’s listed in the yellou Cie 


pages of your phone book 


*TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
wer paper (No Carson Required) \ 
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This excitingly new 


PEERLESS 


LINE OF EXECUTIVE FURNITURE 


combines efficiency and modern styling 


Write today for your 
copy of Brochure 
No. 137. In the return 
mail, you'll get all 
the facts about the 
complete line of 20th 
Century office furni- 
ture by Peerless. 


The Peerless 20th Century Line of Executive 
Furniture is a new design concept in enduring 
metal. Available in a wide choice of functional 
colors; including a complete range of models 
serving today’s needs of the executive office. 


The stylized vinyl edging is a standard 
feature on all style models. All pull shelves are 
Textolite finished; matches your color choice of 
the work top surface. 


Your nearby Peerless Dealer needs but a few 
minutes to present all the facts—to outline all the 
advantages you gain when you consider the 20th 
Century Line for your next refurbish of the “front 
office.”” Ask us for his services . . . you'll find 

he’s an expert on office furnishings and 
office efficiency. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa. 


NEW YORK CHICAGO HOUSTON LOS ANGELES 





Office Equipment 





Office duplicator inks can now 
be had in cartridge-type packages 
from the Offset Duplicator Divi- 
sion of Photostat Corporation, 
Rochester, New York. In addition 
to providing a cleaner method of 
applying ink, the cartridge pre- 
vents unused ink from drying. 
This allows users to stock a wider 
variety of colors. The same dis- 
penser or “gun” can be used over 
and over by merely changing the 
cartridge . 

Write No. 42 on Inquiry Card—Page 32 


A new full-color brochure has 
been made available by Corry- 
Jamestown Corp., Corry, Pa. 
Called, “Discover New Correla- 
tion” it illustrates how decorator- 
designed office settings of steel 
office furniture’ can bring a fresh, 
new approach to office decoration. 
Copies of the booklet are avail- 
able without charge. 

Write No. 43 on Inquiry Card—Page 32 


A rubber caddy is new being 
marketed by Helen Hahn Co., 
Box 64532, Los Angeles, Calif. 
Designed to hold new as well as 
oldstyle rubber stamps, the caddy 
is built of durable plastic. Its over- 
all size of 8” x 6”, with four 
grooves, enables it to fit con- 
veniently inside desk drawers. 
Write No. 44 on Inquiry Card—Page 32 
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“Conover-Mast Purchasing Directory is used more than any other 
in our office.’-—K. A. Waldron, Purchasing Agent, Hyster Com- 


pany, Peoria, DL 


finding ‘\WHO MAKES IT" is 


practically a 3Q-second operation 


when you use 


Ten BmdOROO 


Conover-Mast Purchasing Directory 


You get compactness along with ease of handling 
and quick-finding when you use Conover-MAstT 
PURCHASING DIRECTORY 

‘ CMPD is a one-volume specialized industrial buy- 
ing tool for specialists in industrial procurement 
With this modern 1,500-page, high-speed buying 
directory near at hand, you'll be amazed how fast 
you get through your work. Because of its compact 
size, you can keep it right on your desk. 

Remember too, there are no non-industrial product 


listings to slow you up in getting what you want. 


\l A\\ 


If you do not have a copy of Conover-Mast Pur- 


CHASING DIRECTORY, write to: 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N. Y. 


BRANCH OFFICES 


CHICAGO + CLEVELAND + DETROIT + LOS ANGELES 
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Send for iMustrated bulletin 
describing Fairfietd’s facitities. 








GEARS FAIRFIELD 


A Plus Value 
IN ANY PRODUCT! 


If GEARS are a vital part of the product 
you make, there is no finer recommendation 
for the QUALITY of your product than 
to be able to say it is equipped with 
“FAIRFIELD GEARS.” 

Long producers of the gears needed in 
high grade trucks and tractors, Fairfield 
now brings the same standards for GEAR 
PERFORMANCE to a wide variety of 
products: Agricultural Implements... 
Power Shovels .. . Machine Tools. . . Diesel 





Locomotives... Road Graders... Lift 
Trucks ... Road Rollers ... Pump Drives 
... Winches ... Military Vehicles ... and 


a host of others. 

Fairfield’s facilities are unexcelled. Here 
“under one roof’? in a new and ultra 
modern plant, Fairfield has everything 
needed for producing all kinds of gears: 
spur... herringbone ... spiral bevel... 
ground tooth spiral bevel... straight bevel 
... coniflex bevel... hypoid...zerol... 
worms and worm gears... splined shafts 
-.. differentials. Get acquainted with 
Fairfield —your inquiry will receive 
prompt attention. 


FAIRFI#@LD 


MANUFACTURING CO. 


2321 S. Concord Rd., 
Lafayette, Indiana 


For More Information Write No. 199 on Inquiry Card—Page 32 

















Association News 





P.A.’s Greatest 
Responsibility Told to 
New York Group 
“The Purchasing Administra- 
tor’s Greatest Responsibility” was 
the subject of a talk given by 
Clifton E. Mack, associate com- 
missioner, General Services Ad- 
ministration, Federal Supply 
Service, to the Purchasing Agents 
Association of New York. Mr. 
Mack emphasized the manage- 
ment opportunities of a central 

supply organization. 

At the general forum, Dr. John 
W. W. Sullivan spoke on the. 
“Evolution of Standardization.” 
Dr. Sullivan is a metallurgical 
engineer of the American Iron 
and Steel Institute. He presented 
a series of case histories to show 
how standards are developed in 
the steel industry. P. P. Heaney 
was the moderator. : 


Top Management 
Purchasing at Dayton 
Association 


The Purchasing Agents As- 
sociation of Dayton, Ohio was 
fortunate in having for their 


speaker R. S. Rice, director of 
purchases for the Whirlpool Corp. 
Mr. Rice developed his _topic,° 
“Top Management Purchasing”, 
into several areas; in procurement 
for example, he 
pointed out that a “manager” of 
a purehasing department is one 
who never forgets that someone 
can always buy it better. 


as a_ science, 


Standardization Discussed 
by New Orleans P.A.’s 
The regular monthly meeting 
of the Purchasing Agents As- 
sociation of New Orleans was held 
at Kolb’s Restaurant. The pro- 
gram for the meeting was han- 
dled by Mr. Haberland of the 
Kaiser Aluminum & Chemical 
Corp. A motivated group discus- 
sion on “Standardization” was 


moderated by Mr. Haberland. 


PURCHASING 





POWELL 


world’s largest family of valves* 


* and in this family there’s a valve for every flow control requirement—for handling water, oil, gas, » 
air, steam and corrosive fluids—available in the most required sizes and types. If your local dis- 


tributor can’t supply you, or if you need specially engineered valves for unusual conditions, write 


THE WM. POWELL COMPANY »* Dependable Valves Since 1846 + Cincinnati 22, Ohio 


For More Information Write No. 204 on Inquiry Card-—Page 32 


) ‘ = 


May 26, 1958 85 





Compressor units like these are protected against premature wear 
and excessive maintenance cost when lubricated with Gulf Harmony Oil, 








Announcing NEW and IMPROVED 
... an outstanding general purpose 


Gulf Harmony Oil, a long-time favorite multi-purpose oil, is now 


being specially processed to serve you better. Here are a few of the 
improved Harmony Oil’s many advantages: 


e Higher oxidation resistance assures longer life and freedom from 
harmful sludge deposits. 


Retains its original viscosity over longer periods of time. 
Maintains its color stability longer. 

Anti-corrosion additive protects against rust. 

Patented anti-foam agent prevents objectionable foaming. 


Performs exceptionally well in bearings exposed to high aml 
temperatures and humid atmospheres. 








New and improved Gulf Har- 
mony Oil is setting new stand- 
ards of performance in heavy 
equipment like this 3000-ton ex- 
trusion press. 


Hydraulic stamping presses re- 
quire an oil that has high resist- 
ance to oxidation, good rust pre- 
ventive qualities and anti-foam 
properties. Gulf Harmony Oil is 
ideal for this type of service. 


GULF HARMONY OIL 


lubricant and hydraulic fluid 


Gulf Harmony Oil is available in the proper ; 

GULF OIL CORPORATION 
Dept. DM, Gulf Building 

Pittsburgh 30, Pa. 


grades to meet your every need. It is ideal for 
hydraulic systems, air compressors, blowers, 


dryer-roll bearings, machine tools, electric 
. si é Yes! Without obligation-on my part, send me illustrated bulletin 
motors, central circulating systems, and a on new Gulf Harmony Oil. 
host of other applications. 
Your Gulf Sales engineer will gladly show 


you how new Gulf Harmony Oil can help cut Title 


your maintenance costs and simplify your 
‘ ¢o¢ Company 
lubricant storage and handling. Just call 

: : . : . : Address 
your nearest Gulf office, or write for illus- 


trated bulletin. City 


| 
| 
| 
| 
| 
| 
| 
| 
| Name 
| 
| 
| 
| 
| 
| 
| 
| 
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bi four functions in 


miniaturized, shock-resistant package. 





Electronics today is partly packaging 


PROBLEM: Design a small (50 cubic in.) 

and light (3% Ibs.) unit that contains: 

1. a positive d.c. pulse selector 

2. a negative d.c. pulse selector 

3. a high level 60 cps band pass filter 

4. a 400 cps detector circuit 

(all with tight tolerances, naturally). 
Design it to operate within the usual 

military environmental conditions, in- 

cluding high vibration and shock. 

SOLUTION: We assembled the A 


components shishkabob ial 


style. Then mounted the 


kabob in a metal case filled with an epoxy 
foam compound to hold the parts in a 
firm cushion. 


TIME ELAPSED: From original assign- 
ment, through design to volume produc- 
tion—two months. 


If such quick, dependable assistance in 
design and production can make your 
work more effective, we'll be glad to 
hear from you. We offer experience, 
good production facilities, and a recog- 
nized quality record. 


CALBHDONIA 





| ELECTRONICS AND TRANSFORMER CORPORATION | 





Dept. P-5, Caledonia, N.Y. ¢ In Canada: Hackbusch Electronics, Ltd., 23 Primrose Ave., Toronto 4, Ont. 
For More Information Write No. 206 on Inquiry Card—Page 32 
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REVOLUTIONARY O-RING MOLDING PROCESS 


After three 


years of intensive research, 


testing and engineering, Minnesota Rub 


ber is tooled up to produce 
sizes 


process permits complete 


O-Rings, 


1-27, with MinJecro. This new 


automation, 


producing higher quality O-Rings faster 


and more economically. 


( Qh - 
THQ (g 


. Wwe 


Because of MinJeEcTO Minnesota Rub- 


ber has been able 


to drastically reduce 


O-Ring prices on rings made out of 70 


durometer Buna N material in sizes 1-27. 


Write today for the MINJECT1O price list 


and material information. 


MINNESOTA RUBBER COMPANY 
PTS ae 1014 Re 3630 BU Tere eee Oa 


MINNEAPOLIS 16, MINNESOTA 
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Central Iowa’s 1958 
Product Show 


The 1958 Product Show, spon- 
sored by the Purchasing Agents 
Association of Central Iowa, will 
be held Oct. 15 and 16 at Veterans 
Memorial Auditorium in Des 
Moines, Iowa. 

Exhibitor firms from at 
eight states will display their 
products and demonstrate new 
developments of interest to ex- 
ecutives, purchasing agents, pro- 
duction and engineering personnel 
of Iowa businesses. 

Admission will be by free 
tickets which will be distributed 
by mail and through the exhibit- 
ing firms. Information on exhibit 
space and tickets can be obtained 
by writing to Products Show 
headquarters at 1800 Keosauka 
Way, Des Moines. 

This is the third biennial show 
sponsored by the Central Iowa 
group. James M. Casey is show 
manager, and W. L. Howlett is 
chairman of the show committee. 


least 





Seat More People in Less Space! 


Lifetime’ Cast Construction 


SECTIONAL TABLES 


For Industrial Dining Rooms, 
Schools, Hospitals, Institutions 
Seats swing out of the way, save space save marr 
tenance eliminate confusion of loose chairs. Rugged 
cast construction for lifetime service. New colorful tops 


Formica, Stainless Steel, Cafolite, or Edge Grain Maple 
cast iron bases in choice of colors. Seat 4 to 24 people 


‘TANS 


¢ STOOLS 
¢ SWING SEATS 
xe thy > ; 


ons Stoves 
Installations 





Write 
— 


) 





Bigk> 
Distributors in Principal Cities 
THE CHICAGO HARDWARE FOUNDRY CO. 
7058 Commonwealth Ave., North Chicago, Ill. 
For More Information Write No. 208 
on Inquiry Card—Page 32 
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When you buy from Ohio Seamless 


YOU PRESS THE BUTTON 
OHIO SEAMLESS 


DOES THE REST 


f nae 
Buying steel tubing from Ohio Seamle »sn’ QUANTITY | 
cost—it pays. Our minimum quan Ss are gener- _ 
ally smaller than you may re: yften as sma! 








as 100 to150 feet, in certain seamless grades and sizes 
e ? ; ANALYSIS SURFACE 
When you buy from us, you’ aling with tubing 


experts .. men who can recommend the exact 


Ostuco Tubing to suit your product and processes 


There's no compromise on analysis, size, anneal, etc ANNEAL 
Advantages of buying from Ohio Seamless multi- 4 
, , ' 
ply, the closer you examine them. Our single-source 


ervice eliminates headaches of jnterplant shipments MACHINABILITY 


possible errors multiple purchase orders and 


invoices. Ohio Seamless keeps your production lines 
humming because you get precisely what you want. 


For proof, contact our nearest sales office or the ; 
: . F ° ° ( 
plant at Shelby, Ohio—Birthplace of the Seamless Mun « ean eee ee Brome reap pode 
Steel Tube Industry in America. ia LOS ANGELES (Lynwood) » MOLINE * NEW YORK + NORTH KANSAS CITY 
: PHILADELPHIA (Wynnewood) + PITTSBURGH + RICHMOND + ROCHESTER 
ST. LOUIS + ST. PAUL + ST. PETERSBURG + SALT LAKE CITY « SEATTLE 
TULSA + WICHITA 


CANADA: RAILWAY & POWER ENGR. CORP., LTD. 


EXPORT: COPPERWELD STEEL INTERNATIONAL COMPANY 
225 Brocdway, New York 7, New York 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing « Fabricating and Forging 
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TAG WIRE 








BOX STITCHING WIRE (FLAT) 








Lasts 











Fine and Specialty Wire 
for Super Fine 
Products 





BOOK MATCH 
WIRE 





STAPLE 
WIRE 


FLORISTS 
WIRE 


PIN WIRE 





@ You are probably closer to Continental Wire than you think. 
It could be that your very shoes, the book matches in your 
pocket or the paper clips in your desk—were made using depend- 
able Continental Fine Wire! That's because Continental is pre- 
ferred by hundreds of leading firms for literally thousands of 
different fine wire applications. For super fine products—you, 
too, should try Continental Fine and Specialty Wire, available 
in many sizes, of almost, any temper, finish or analysis, in low 
carbon and medium low carbon steels. : 


For the finest in fine wire—call in Continental! 


CONTINENTAL 


STEEL CORPORATION * KOKOMO, INDIANA 


Wire Specialists PRODUCERS OF: Manufacturers’ Wire in many sizes, tempers, and 
for over halfa finishes, including Galvanized, KOKOTE, Flame-Sealed, Coppered, 
Century Tinned, Annealed, Liquor Finished, Bright, and special shaped wire. 
Also Welded Wire Reinforcing Fabric, Nails, Continental Chain 

Link Fence, and other products. 
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New England P.A.’s Hear 
Public Relations Talk 
The New England Purchasing 

Agents Associatioon was ad- 

dressed by Martin Sheridan, di- 

rector of information and public 

relations for the New England 


Council. Mr. Sheridan, former 


war correspondent for the Boston 
Globe and for several years di- 
rector of public relations for Ad- 
miral Corp., is a native New Eng- 
lander. “The Other Side of Public 
Relations” was the subject of his 
talk. 

The afternoon education forum 
was devoted to a discussion of 
inventory control. The discussion 
was opened by Richard D. Hill, 
vice president of the First Na- 
tional Bank of Boston. Mr. Hill 
pointed out why inventory con- 
trol is presently so important. 
Several round table discussion 
groups were formed to consider 
the subject from the viewpoint 
of the institutional buyer, the 
large industrial purchasing agent 
and the one-man purchasing de- 
partment. 

Applications for membership 
were received from the following: 
Fred W. Baldau, General Electric 
Co.; M. Patricia Brown, Waters 
Manufacturing, Inc.; Fred J. 
Curtis, Sprague & Carleton, Inc.; 
Thomas F. Farrell, Mercury Pip- 
ing Co., Inc.;.Robert H. Fisher, 
D. S. Kennedy & Co.; William R. 
Golden, O. G. Kelly & Co.; Robert 
L. Griffin, H. A. Johnson Co.; 
Pauline W. Smith, Wheelock, 
Lovejoy & Co., Inc. 


Youngstown P.A.’s Hear 
Traffic V.P. 

The topic for discussion at the 
pre-meeting forum was “Purchas- 
ing for Resale.”” Dan Mirto was 
addressed the Youngstown Dis- 
trict Purchasing Agents Associa- 
tion. His topic was the “Relation 


_ Between Traffic and Purchasing.” 


Mr. Bennett has had wide ex- 
perience in traffic and is well 
known in the valley traffic circles. 

Mr. Fred Bennett, vice presi- 
dent of traffic for Sharon Steel 
the moderator. 
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PRIDE OF PRODI CT / An American Tradition 





You put pride in vour product...so does FROSTKRAFT. 


Qur product is packaging. Any product that needs kraft 
< d . 
deserves FROSTKRAET. 


CORRUGATED 
CONTAINERS 
STANDARI 
AND 
SPECIALTY 
BAGS 


MULTIWA 











Here are the reasons why... 





Sylvania Fluorescents 
give you more light— | 


at lower cost than all other brands! 


Superior engineering makes Sylvania fluorescent 


lamps better in many important ways 


.. makes 


every lamp a better tool of production and sales 
to increase your profits. 


‘Topay. good lighting is more than illu- 
mination... it is a basic tool of pro- 
and sales. Sylvania, with this 
iMportant premise ‘alw ays at work, 
offers business and industry a complete 
line of modern fluorescent lamps that 
assures efficient lighting .. . provides 
performance that means maximum serv- 
ice from your present fluorescent light- 
Ing system, and a higher return on vour 
investment in the illumination of offices, 
factories or stores. 


duction 


Why Sylvania lamps are best 
It takes many things to make better 
fluorescent lamps. Phat’s why ordin: ry 
fluorescents cannot match Sylvania 
lamps for light output, lamp life and 
dollar-for-dollar lighting value. 
The reason? Sylvania builds many im- 
portant major features into fluorescents 
all contributing to superior lamp 
service and greater lighting economy. 
Check these many points of superi- 
ority. See for yourself 


why vou get 
and save more. 


Notice, too, that 
Sylvania makes its most important com- 


more 


parisons W ith other brands... not with 
Sylvania products of the past. 


Sylvania fluorescent lamps 
are as much as 14% brighter 


lests in the laboratory and working in 
stallations demonstrate that Sylvania 


lamps consistently deliver more light. 


kqually important, during the past 
actual comparison of 
Sylvania Gucaescent lamp performance 
with that of other brands shows 
Svlvania to deliver as much as 14% more 


light, depending on the lamp type. 


two ve ars, an 


Thus, vou get the maximum light you 
expect _.. all the light you pay for... 
from the start. 


Sylvania’s greater maintained 
brightness means 7 lamps free 


for every hundred you use 


Sylvania fluorescents maintain their 
greater brightness throughout useful 
life. For example, at 3,000 hours, in a 
single-shift operation, 100 Sylvania 
lamps deliver the light output of about 


107 ordinary fluorescents. In effect, you 


get a dividend of light equal to 7 free 
lamps... more light-per-lamp from the 
power vou pay for. 


Sylvania welds all bases . . . 
eliminates faulty lamp contact 
Sylvania welds the tube-to-base contact 
points in all its fluorescent lamps. Other 

brands use solde red contacts. 

By welding, Sylvania completely 
eliminates the corrosion caused by sol 
dering. Faulty lamp contact so common 
with ordinar V fluorescents ts climinated. 
\s a result, Sylvania fluorescents burn 
brighter far longe r... save dollars and 
time in lamp maintenance. 


Only Sylvania’s exclusive 
coating process homogenizes 
phosphors for maximum brightness 
Year after year, Sylvania lamps have de 
livered more light for 


a far longer time 
than ordinary 


fluorescents because of 
superior phosphors. In tact, only now 
are some other brands being introduced 
with phosphors ofa quality which 
Sylvania has long since IMproy cd. 


PURCHASING 








Sylvania uses an exclusive 


In rddition, 


coating process which more uniformly 
distributes these superior phosphors 
throughout the tube. This unsurpassed 


uniformiuty is made possible by homog 


electronic devices that test and inspect 
for every possible flaw. One unit, for 
is SO critical it can detect, in a 
fraction of a lamp leak that 
would otherwise not become apparent 


example, 


SC cond, 


through in fluorescent lighting. It pro- 
duces 2/2 times the light output without 
changing the size or shape of the tube. 


Che high intensity lighting “punch” 


of Sylvania’s VHO offers new lighting 
levels that make it practical for the first 
time to gain the advantages of fluores- 
cent lighting for High Bay installations, 
and for Outdoor illumination. 


In this 
you are assured of the highest lamp 


itself, until after many months of use. 


greater Way 


enizing the phosphors and, in 
contributes a minimum of 3 
brightness over other processes now in qu lity ind performance. 

use. 

Revolutionary VHO— 
first lamp to give 250% as much 
light as a standard tube 

The Sylvania VHO (Very High Out- 
infallible scrutiny of put r break- 


Sylvania lamps are 99.9% 
free of performance defects 
| Very 


subjected to the 


VHO lamps cost less to buy —less to 
use, and maintain greater brightness 
throughout life than other types of very 


high intensity fluorescents. 


lamp that leaves the 


pl int 


lamp represents a major 





These facts are presented in the interest lighting deserves the serious considera- 


of demonstrating how better lighting is tion of every executive or purchasing 


possible at a lower cost. . . how it con- authority. 


tributes to increased production and 
working efficiency, and 
that 


costs to improve profits. 


If you are planning new lighting, or 
are about to buy fluorescent lamps for 
your present system, 
why you cannot afford to buy anything 
but Sylvania Fluorescent Lamps. Call 
or write us today. 


= Cook Gh 


. HEALY, 


supports the 


many factors reduce operating let us demonstrate 


We believe this concrete evidence of 


Sylvania’s superiority in fluorescent 


President 


SYLVANTA Lighting Products 


A Division of SYLVANIA ELECTRIC PRODUCTS INC. 


In Canada: Sylvania Electr Canada) Ltd.. S Tower Bu , Montreal Dept. 8L-4505, 60 Boston Street, Salem, Massachusetts 
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» Purchasing People 
Life in these excited states ... 





James W. Morton, formerly 
senior buyer for the Axle Divi- 
sion of Eaton Manufacturing 
Company, Cleveland,’ Ohio, has 
been promoted to plant purchas- 


“mr. adams... Mr. Adams... 
SIR... the water 
fountains over here!” 








XEN BOYEA 
mr it. 


rowan” Powe | . Why men of James W. Morton 
: Highest pump- j 
| finest you can buy | ing efficiency, § : 
with faultless j s o 

ate, 4 Vy | S | 0 n » h 0 0 S e ing agent of the Reliance Division, 
ber casing and # Massillon, Ohio. He _ succeeds 
impeller; Has- | 
telloy C_ shaft. i 

q 


80 gpm. Bul. 
CE-55 


C. O. Gainey, who has been given 


AC F : p q u p m ‘a nt the direct responsibility of exer- 


cising control over inventories, 
Ba). : ams wed both production and those in sup- 
Men with a weakness for profits ply storerooms. Mr. Gainey will 
THRIFTY- somehow manage to keep equip- devote his full time to this and 
THROATED : lquids never ment “‘on stream” full time with no other special assignments. Mr. 
ouch metal in { : es ‘ ; = fis 
VALVES Ace: diaphragm corrosion shutdowns. You'll find Morton joined the Axle Division 
valves! Rubbe . P ‘ = pee _ ° rmanwre ¢ 
valves wubber they reach for Ace corrosion- as senior, buyer two years ago. 
ay . H ° ‘ 4 = P > ‘ . 72 sve 
oo man. os | engineered equipment time and Prior to _ he — a five 
olid plastic é : . ‘ . rears » ‘hasing depart- 
bodies. Sizes 14 again. Now nine kinds of Ace pipe oe . . ne * 
to 6”. Ask for — ment of Westinghouse Electric & 
farts ... plus pumps, valves, tanks, and : A 
; eect acute * ; : Manufacturing Company in Lima, 
special equipment to solve mos 2 : 
. _ — Ohio, and Sharon, Pennsylvania. 
any corrosion or contamination 
‘ar dbase problem. 


| ACE-ITE i 


} High-impact, J] 
fall-purpose toughie | 
: 


tubber-pastico po == Appointment of Fred R. Soyka 
most economi- | |  RIVICLOR as director of purchases has been 
phen ol gery ageless strength All-purpose rig announced by Eutectic Welding 
6”. Screw or sol- , = a hog Alloys Corporation, Flushing, 
San, Ween te to 4”, Threaded § New York. Mr. Soyka will be re- 
to 2”. NSF- Rana nen sponsible for purchases of all 
— _ “2 to 2”. NSI metals, chemicals and ether items 

i approved. Free d ‘ é 
= ee Bul. CE-56. used in the production of com- 
pany products. He will also sched- 
ule inventories and handle special 
technical and financial assign- 
ments. A mechanical engineering 
graduate of the University of Tor- 
onto, Mr. Soyka previously had 
been associated with Aluminium 
Company of Canada, as purchas- 
DIVISION OF AMERACE CORPORATION ing agent of chemical equipment. 
Ace Road «+ Butler, New Jersey He is a member of the American 
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here’s how 


Crucible Fatigue-Resistant Springs 
are made stronger to last longer 





Crucible fatigue-resistant spi fromore to finished spring. Good springs demand the 
best in specialty steels. During manufacture, quality 
checks are made continuously. And a final magnetic 


test may be given if desired. 


I 
tional heavy-duty coil spring 
because they are shot peened. 

Shot peening actually makes t 
by imposing a compressive stres 
of the spring that offsets some 
stresses set up in service. Further, s 


When you have a requirement for a spring that 
must endure rugged operating conditions, secure the 
built-in advantages of Crucible fatigue-resistant 
springs. And for technical assistance in designing 
or selecting heavy-duty springs, don’t hesitate to 
consult with Crucible’s spring specialists. For a free 
copy of a handbook on “Coil Spring Design,” write to 
Spring Division, Crucible Steel Company of America, 
steelmaking McCandless Avenue, Pittsburgh 1, Pa. 


ditions the surface. The high intensit} 
inates stress concentration points t 
failure of a conventional spring. 
Moreover, when you buy Crucible springs, you 
employ all of Crucible’s many years of experience 
and metallurgical know-how in fine 





CRUCIBLE | HEAVY-DUTY COIL SPRINGS 
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SHIPPING PROBLEMS EVER PUT 
YOU OVER A BARREL ? 


»> You and your customer need not worry over 
vital carloads of freight when you route them B&O 
Sentinel Service! Sentinel cars move on fast, ac- 
curate schedules from siding-to-siding and you, as 
consignor or consignee, are notified immediately 
of any schedule interruptions and reforwardings. 
Your ‘when and where’ questions on carload 
movement are answered automatically when you 
ship by Sentinel Service—no other service matches 
its proved dependability. 


Ask our man! 


BALTIMORE & OHIO RAILROAD 


Constantly doing things— better! 
® 
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The Chase Bag Company, New 
York City, has named J. R. Wible 
director of purchases. He suc- 


ceeded F. H. Rhoden, who has 


J. R. Wible 


retired after 14 years as head of 
the firm’s purchasing department. 
Prior to his appointment, Mr. 
Wible had been on special assign- 
ment at the company executive 
offices in New York. He joined 
the firm in 1948 and has been as- 
sociated with its Philadelphia 
manufacturing branch for nine 
years. Mr. Wible holds a Master's 
Degree in Business Administra- 
tion from Harvard University. 


Paul Schmidt, Jr., has been ap- 
pointed purchasing agent of Fed- 
eral Lighting Corporation, a 
division of The Frankelite Com- 
pany, Cleveland, Ohio. 

His duties will involve purchas- 
ing of all production material used 
in the manufacture of Diamond 
F lighting fixtures. 

3efore joining the corporation, 
Mr. Schmidt had been a sales 
representative for the Anderson 
Engineering Company. . 


Richard S. Ferguson has been 
appointed purchasing agent at 
Flexonics Corporation, Maywood, 
Illinois. Formerly — purchasing 
agent for Faultless Caster Cor- 
poration, Evansville, Mr. Fergu- 
son was president of the Evans- 
ville Association of Purchasing 
Agents and is a director of the 
N.A.P.A. He will be located in 
the general office and will be re- 
sponsible for the procurement for 
all the company’s eight U. S. 
plants and sixteen field offices. 

For More Information Write No. 212 
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FLEXIBLE CONNECTORS 
{ Our repr 


are designed to meet many working ¢ 
glad to be 


materi ils 


ineering design service will be of assistance 


BIG space-age problems get 
BIG flexible metal tube answers 


Large-diameter flexible metal connectors in stainless steel and other alloys—to handle expansion 
and contraction, wide range of temperatures, corrosive fluids, high pressures, and vibration. 


Jet engine s. modern che mical plants rockets atomic energy 


plants have created a new technology that calls for new 


Metal Hos The 


American Brass Company is constantly working with de 


products The American Division of 
sign engineers on special flexible connector assemblies to 
meet new problems 

| quippe d to work in stainless steel, Monel 


num as well as in other alloy steels and « opper allovs. these 


and alumi 


Anaconda specialists welcome thi opportunity to he Ip you 


‘ ; 
quneREVER ONNE Crop, Must move 


\MERICAN 


FLEXIBLE METAL HOSE AND TUBING 


an 


wir" IKNACONDA 


product 


get the flexible metal hose you need to meet vou problems 
of expansion and contraction, movement, vibration, cor 
rosion, pressures, and temperatures. 

FREE TECHNICAL SERVICE. For engineering assistance on spe- 
cial products—or for a free copy of our General Catalog 
showing the full line of standard American Flexible Hose 
and Tubing products write: The American Metal Hose 
Division, The American Brass Company, Waterbury 20, 
Connecticut. 


THE AMERICAN BRASS COMPANY 
American Metal Hose Division, Waterbury 20, Conn PU 


° 
560 containing 
metal hose 


Please send me your free, 60-page Cat ilog G 


basic information on all types of ind tubing 


fittings, et 
NAME & TITLE 
ADDRESS 
COMPANY 


CITY, ZONE, STATE 











‘DELUXE 








BOLILESS STEEL SHELVING 


[OTHE STRONGEST, oAFEST SHELVING 
VET IT COSTS NO MORE 


ERECTED FASTER—INSTALLED COST IS LOWER 





f BOLTLESS SHELF BRACKET 


Merely insert four to a shelf—no 
tools or special equipment needed 
ONE-PIECE BIN-TYPE UPRIGHT 
Single upright member between sec- 
tions provides faster erection, more 
rigid assembly. 


\ BUILT-IN SHELF REINFORCING 


For assistance in planning 
other storage 
shelving service, 
Write for new ¢ 


bars imbedded in the 
shelves, eliminating 


Reinforcing 
many erection 
crew man hours. 


your stockroom and 
problems and for fast friendly 
call your local Deluxe dealer 
‘atalog No. 30 


DELUXE METAL FURNITURE CO., Warren 10, Pa 
A Division ef Royal Metal Manufacturing Co. 








iD} _F, 


: 


U |_-X | -Eo 
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America’s First > 


i) 


ee FENCE 


x Wire Fence —since 1883 











Registered 








TT MUDD NUT 


— Another Progressive Step by PAGE! 


e Top quality of materials has always 
been a distinguishing feature of PAGE 
Chain Link FENCE. This well-known 
value plus PAGE standards of work- 
manship in fence erecting by mem- 
bers of the Page Fence Association 
have given continuing assurance of 
reliable protection and good appear- 
ance. Now another forward step adds 
to value certainty. Each newly erected 
fence will be identified by a PAGE 
“REGISTERED” metal plate and a dated, 
numbered and signed Registration 


for double assurance a quality 











Certificate will be given to the owner. 
Registration of your new Page Fence 
and certification of its quality are 
assurance of long, dependable service 
and lasting satisfaction. 

PAGE will help you to choose the 
RIGHT fence for YOU from a wide va- 
riety of fence styles and four supe- 
rior fabric materials — including the 
new ACCO Aluminized Fabric. For in- 
formation and name of nearest Associ- 
ation member, write for Folder DH-26. 


Address: PAGE FENCE ASSOCIATION 


National Headquarters * Monessen, Pa. 


A PRODUCT OF PAGE STEEL & WIRE DIVISION, AMERICAN CHAIN & CABLE COMPANY, INC, 


For More 


Information Write No. 216 on 


Inquiry Card—Page 32 
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The Anaconda Company, Louis- 
ville, Kentucky, has acquired the 
assets and property of Cochran 
Foil Company, manufacturers of 
aluminum sheet, foil and lam- 
inated foil products. The new cor- 
poration known as Cochrarr, Foil 
Corporation is a wholly-owned 
subsidiary of Anaconda Company. 
In addition to its own product 
line, the new organization will 
begin immediately to handle sales 
of fabricated aluminum sheet and 
strip presently manufactured by 
The American Brass Company at 
its Torrington, Conn. plant. 


Sarco Manufacturing Corp., 
Bethlehem, Pennsylvania = and 


Sarco Company, New York, have 
announced the construction of a 
factory wing at the Bethle- 
It will be devoted ex- 
the manufacture of 
thermo-dynamic steam traps and 
will add about 50 percent to the 
company’s production facilities 
Completion of the building is 
scheduled for mid-summer. 


new 
hem site. 


clusively to 








Shippers 
Agree... 


It’s P-l-E! 








[>-0- fee 


PACIFIC INTERMOUNTAIN EXPRESS 


TERMINALS AND OFFICES 
IN PRINCIPAL CITIES 


GENERAL OFFICES: P-1-E BUILDING 
14th AND CLAY STREETS 
P. 0. BOX 958 OAKLAND 4, CALIF 
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Adapted to 


methods as 


ind solves any floor problen 
hazards. A test area demonstration will 


the coupon or contact your 


42-16 West Street, Long Island City 1 
Canada: 5621-23 Casgrain Ave., Montreal 





' 


: ‘ e j t page booklet The Proper Care of Floors 
——“ » . ¢ 
. 


Please | » W presen ive telephone for an appointment 
WE CHEMICAL 
PRODUCTS IN j 


wee or 





WEST DISINFECTING DIVISION Mail this coupon with your letterhead to Dept. 15 
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THIS PLUG 
STAYS 
AT 

IN THE OUTLET 


GRIP PRONGS*-— 


dependable service on 


x ~ 
es q* 


oj re 
five 


all electrical equipment. 
Available on the better 
complete cords only. 





GRIP PRONGS* 
Expand and actually 
grip sides of slot 








Positive electrical con- 
tacts—No strain. 
No damage 





stays in—good contact even 


] Plug 
in worn outlets. 
2 Maintains best possible electrical 


connection. 


electrical 


3 Prevents damage to the 


contacts in receptacle. 





en 


WIREMAKER FOR INDUSTRY 
SINCE 1902 
CHICAGO 





Magnet Wire © Lead Wire ¢ Power 
Supply Cords, Cord Sets and Portable 
Cord ® Aircraft Wires © Welding Cable 
* Electrical Household Cords © Electronic 
Wires @ Automotive Wire ond Cable 
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Construction of a 
facturing and repair plant at 
Glassport, Pa., has been started 
by Westinghouse Electric Cor- 
poration, Pittsburgh. The 62,600 
square-foot building will be com- 
pleted about December and will 
be one of the largest of its type 
in the country. The 100-ton crane 
capacity building will be used to 
service and repair electrical and 
mechanical apparatus for indus- 
tries in the tri-state area that in- 
cludes Pittsburgh, Wheeling and 
Weirton, W. Va., and Steuben- 
ville, Ohio. A one-story office 
building will be erected adjoining 
the plant. 


new manu- 


The Victoreen Instrument Com- 
pany, Cleveland, Ohio, has pur- 
chased Kolux Corporation, Koko- 
mo, Indiana. Kolux, 
turers of outdoor 
and advertising displays, 


manufac- 
electric signs 
will be 
operated as a subsidiary of Vic- 
Present will 


toreen. management 


be retained. 





f 
amt 


($i 
Y 


"0 


Cina pied. 
we 


42 sales offices and 

15 factories give you 
fast, dependable 
corrugated box service. 


Better see H & D. 


HINDE & DAUCH 


West Virguma Pulp and Paper Company 


—_— em ee 
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you get 


SINGLE PASS 
FILLETS 


and 


DEEP GROOVE 
WELDS— 


VAL 


HIGH SPEED 


and 


HIGH QUALITY 


using 


AIRCO 315 


* Airco 315 electrodes are unsur 
passed for flat or horizontal fil 
lets, and flat position butt welds. 


Weld pressure vessels, and their 
piping connections. 


Handle heavy machine weld- 
ments, practically all heavy steel 
and structural assemblies 


Airco 315 electrodes deposit 
metal of outstanding proper 
ties, including good tensile 
strength, high ductility, and 
freedom trom porosity. Permit 
high welding currents, without 
excessive spatter. Give deep 
penetration, and fast deposi 
tion of metal. 


FREE — Send for 
trode Guide 
right electrode for 

Request catalog 1318 


the handy Airco Elec 
It will help you select the 
your specific job. 
Authorized Airco Dealers 

in principal cities 


® 


Air REDUCTION 
SALES COMPANY 


A division of Air Reduction Company, Incorporated 


150 East 42nd Street, New York 17, N. Y. 
For More Information Write No. 222 
on Inquiry Card—Page 32 
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Behind this catalog is a large, modern plant, 
offering the reserve capacity and flexibility needed 
to meet both your regular and emergency require- 
ments for washers of all types — standard and spe- 
cial, any size, any metal, any quantity. Jf you have 
not received this new 16-page catalog, write for your 
copy. Joliet Wrought Washer Company, 210 Connell 
Avenue, Joliet, Illinois. 





JOLIET 
WROUGHT 


WAS Hi RR Gc ©. World’s Foremost Producer of Washers 


For More Information Write No. 194 on Inquiry Card—Page 32 
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Your kind of... 


W 0) R 6 g There JS something better in solenoid valves — 


the new Marsh Electrimatic. Bodies machined 


from solid brass stock mean extra strength, 
greater dependability. Coils are moisture and 
frost proof. Valves are tight seating, smooth, 
positive, quiet. Types for 

wide range of applica- 

tion: direct acting 


—or pilot 
operated 
B lJ | LD | N G for large 
capacity. 


We have large, medium and small machine . 
. . - Outline your 


conditions and we 
will tell you how we 


tools available for machine work and the 


building of special machinery. 


can help you with 


We will be pleased to receive your inquiries. 
your Solenoid prob- 


lems. 


SUN SHIP sania 


Sales offiliate of Jas. P. Marsh Corp 
BUILDING & DRYDOCK COMPANY 
Dept. G Skekie, Il. @ Marsh Instr. & Valve Co. (Can.) Ltd. 


CHESTER. PA. 8407 103rd Street. Edmonton, Alberta, Canada 
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CLASSIFIED DEPARTMENT 


Contract Work a Used Equipment For Sale » Employment and Business Opportunities 





Send orders to: CLASSIFIED DEPARTMENT PURCHASING 205 East 42nd Street, New York 17, New York 








RATES 


‘- , : 
The City of San Diego PURCHASING AGENT—Currently employed, age 36, 


Announces a Vacancy in the Position of college graduate. Interested in filling top level Undisplayed (‘set solid 90¢ line 
position with medium size industrial or assist 
busy Director of large concern—11 years diversi , 
PURCHASING AGENT fied experience in industrial procurement; basic Positions Wanted 45¢ line 
} steel and metal working. Prefer Pittsburgh loca 

. , tion—Write, Box 1556, PURCHASING, 205 E. 42nd Displ : 
the City Manager for the Linistratio ‘ , isplayed inch 
Manager for the administration Si. New Yok 17. 0. ¥: play $8.50 

t contracting, purchasing, store opera- 


e Purchasing Agent is directly responsible 





ventory control functions of the 
pal operation Municipal pur- 
table for its wide variety, cov- Purchasing Agent 12 yrs. experience purch., 
for such diverse activities as prodn., mkt. res. in appliance, beverage, food & 
police systems, street and steel fields, age 37, married, degree, member 
NAPA Write Box 1555, PURCHASING, 205 € s 
42nd St., New York 17, N. Y 


statistics 


$ 5,800,000.60 
nipbigsin «coat Purchasing Agency 10 years Industrial Purchasing REQUIREMENTS 
and Svpervision Age 36 Familiar with all i 
phases purchasing Location optional Desires Undisplayed (want ad style), minimum 
t least five years challenging position with future. Write, Box 1554, 
sapenemadines se PURCHASING, 205 E. 42nd St., New York 17, N.Y charge 4 lines, prepaid. Figure forty-four 


vonsible experience in the 


$ 1,480,.000.00 


veutiher eat Gubieiotet letter spaces (five average words) to a line. 
mmodities; at least two Add one line for box number address; re- 

being in an administrative -- ; 

should offer Purchasing executive, BS. Degree in Electrical plies forwarded without charge. 

Engineering, 20 years experience in industrial 

P s procurement, specializing in automotive, Govern- Discount of 10% for twelve consecutive 
rance salary to $11,400.00 Ad- ment Contract and Merchandise buying Plant 

iries before June 15, 1958, to City phase out requires relocation. Write Box 1549 displayed insertions. 

ce Commissior Room 453, Civic PURCHASING, 205 East 42nd Street, New York 

: Diego 1, California 17, New York Forms close 15th of month preceding date 


liege graduates 


additional training and = expe- 











of publication 
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S.S.WuiTe Plastic Plugs and Caps 
ously Sndeses give your product full protection 
against damage in handling, storing 
or shipping. Your customers can re- 
move them easily, and your produc- 
tion line will save valuable minutes 
in installation time. WILL NOT SHRED, 
a: i leaving debris in your product. THE 
olyphese 
ECONOMY LINE is of flexible elasto- 


plastic vinylite . . . retains elasticity; 
Custom Built... But 


gives a stay-put fit and a non-slip 
NOT Custom Priced! grip. THE QUALITY LINE of rigid ace- 
tate is tough, non-brittle, impervious 


Here is the most successful development in Air Cooled to petroleum-base oils and greases. 


Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 


j yeratur ; —» induction. ii * 

fy pg ge <\ON * FAs, 

quiet running too. C. I> 
Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 

WRITE FOR DESCRIPTIVE LITERATURE 
@ Other Models 


errs =VALLEY 
Torque, constent speed, con 


tinuous duty, squirrel cege 


Tyo AN single chase, con- [has Metal PLASTIC PLUGS 


? P . ™ 
etent speed, repulsion slant, 4221 Forest Park Bled + St Lows 8, Mo 


gS AND CAPS 


For More Information Write No. 225 on Inquiry Card—Page 32 





S74, «wi 


A complete range of sizes and types 
to fit every price range! Write for 
literature and samples. ASK FOR BUL- 
LETIN P-5708. It contains full details 
on the S.S.WuHITE Plastic Plug and 


ADAMS GEARS Cap line, including sizes, dimen- 


The ADAMS line- sions, etc. (Dept.PP). 





are made exactly — 


as you want them. Helical Gears 
Bevel and Miter Gears 
The next time you need gears, (Straight or Coniflex) 
‘ Pee Worms and Worm Gears 
be sure to send your inquiries to 
i Internal Gears 
The Adams Company, 1942 Byer (Spur or Helical 
St., Dubuque, lowa. Sprockets 
Ratchets 
Racks 
Splined Shafts 
(Parallel key or 


rere, 


Involute) 
Lead & Feed Screws 
Shaved Tooth Gears 
(Spur or Helical) 
Ground Thread Worms 








PLASTICS DIVISION 
10 East 40th Street, New York 16, New York 

T h e A D A M Ss Cc om p an y 4 Western Office: 1839 West Pico Blvd., Los Angeles 6, Calif. 

Sp : Dubuque, lowa Bi 


1883 ‘75 years of progress 1958 


For More Information Write No. 226 on Inquiry Card—Page 32 
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Letters To The Editor 


STANDARDIZATION 

The National Association of 
Purchasing Agents Standardiza- 
tion Committee is certainly ap- 
preciative of the space devoted to 
standardization in your April 28 
issue. 

As a committee, we plan to 
publicize the articles and recom- 
mend them for reading by all 
N.A.P.A. members to emphasize 
the reduction that can be 
achieved by the use of standard 
purchase specifications and the 
elimination of costly specials in 
procurement. 

Effective at the N.A.P.A. con- 
vention, the programs of value 
analysis and standardization will 
be correlated under the supervi- 
sion of the present staff of the 
N.A.P.A. Standardization Com- 
mittee. Hence, we as a committee, 
are also eagerly awaiting the May 
issue of PurcHastnc which, I 
understand, will emphasize the 
techniques of value analysis. 

We believe these two issues of 
a magazine as widely read 
throughout the purchasing pro- 
PuRCHASING, will 
have a profound influence in in- 
creasing the proficiency of buy- 
ers in all sections, through creat- 
ing renewed interest in these two 
important phases of purchasing. 

If, in any way, our N.A.P.A. 
Value Analysis—Standards Com- 
mittee and PURCHASING MAGAZINE 
can continue to cooperate in spon- 
these two programs, I 
shall be glad to learn of it and 
discuss the matter further with 
you. 


cost 


fession as is 


soring 


Harlan E. Cross 
Chairman 

N.A.P.A. Standardization 
Committee 


PURCHASING POLICY 

I was pleased to note in your 
March 31 issue of PURCHASING 
Magazine that you saw fit to 
publish our “Purchasing Policy.” 
This was indeed an honor and we 
thank you for considering our 
purchasing policy worthy of pub- 
lication. 

Since it appeared in PurRCHAs- 
ING Magazine I have already had 





numerous requests for copies of 
our policy by various companies 
throughout the country. It is 
gratifying to know that even 
though we are a small organiza- 
tion and have a small purchasing 
department, other organizations 
want to use either in part or in 
whole excerpts from our purchas- 
ing policy. 

Raymond B. Carlson 

Purchasing Agent 

Automatic Voting Machine Corp. 
Jamestown, New York 


BUYING FOR DISTRIBUTORS 

As an avid reader of every is- 
sue of PurcHASING ‘for the past 
ten years, there is no question 
but that you are to be compli- 
mented on the high calibre of 
your numerous educational ar- 
ticles dealing with all phases of 
purchasing for a manufacturing 
organization. 

I have been unable to locate, 
however, any material pertaining 
to purchasing for a distributor 
or wholesaler type organization. 
While the principles in- 
volved are the same in purchas- 
ing for a manufacturing organi- 
zation as well as for a wholesaler, 
there is no question but that the 
problems 


basic 


concerning inventory 
management, warehousing, quan- 
tity purchasing, etc. are different. 
I would appreciate your advising 
as to whether there are any publi- 
cations, periodicals, textbooks or 
literature covering any sector of 
purchasing for a wholesaler. 

J. C. Campoccio 

Purchasing Agent 

Melchior, Armstron, Dessau Co. 
Ridgefield, New Jersey 

e From time to time PuRCHASING 
Magazine has run articles which 
relate to distributors (see page 
84 of this issue). The textbooks 
by Stuart F. Heinritz and Howard 
T. Lewis might offer additional 
help in this area. There is also a 
distributors’ buyers group re- 
cently formed in the National 
Association of Purchasing Agents. 
This group has a separate meet- 
ing at the national convention and 
also meets periodically during the 
year. The 


purpose is to permit 


‘people such as yourself to get 


and discuss 
ideas and problems. 


together common 


BUYING ADVERTISING 

In the November, 1957 issue of 
PURCHASING Magazine an article 
appeared, by Ray Marien, 
titled, ‘‘Let the Purchasing Agent 
buy Advertising Printing.” 

We think it is possible that this 
article may be of some help to us 


en- 


in formulating a procedure for 
purchasing our advertising de- 
partment’s requirements. 
However, we find that we have 
mislaid our copy for the Novem- 
ber issue and we are wondering 
therefore whether a reprint of 
this article is available. If so, 
would you kindly forward it to 
us. 
J. C. Marshall 
Purchasing Department 
Massey-Ferguson Limited 
Toronto, Canada 
e A. copy of the article is on its 
way to Mr. Marshall. We are in- 
deed pleased to be of help in set- 
ting 


up procedures in readers’ 


departments. 


ELDER STATESMAN 

I should like to thank you, ‘both 
on behalf of the Twin City Pur- 
chasing Agents Association and 
our own faculty who participated, 
for your generosity which made 
it possible for Mr. Heinritz to 
appear before our recent Pur- 
chasing Seminar. 

Mr. Heinritz is considered an 


elder statesman among purchas- 


ing agents and it is a privilege for 
us when he shares his wisdom 
with us. This was not his first 
appearance before our Twin City 
group and we appreciated having 
him come back to us for another 
appearance. 

The cooperation of major com- 
panies in continuing adult educa- 
tion through sharing of the 
thoughts and experience of their 
major officials with seminars such 
as ours is hard to evaluate, but 
it is a major contribution. 
Richard L. Kozelka, Dean 
School of Business Administration 
University of Minnesota 
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Wide variety of alloy and stainless steel products 
made possible with Standard’s new electric melting furnace 


With installation of our new electric furnace, we at Standard are now equipped to 
give you even better service—even faster deliveries—and much greater variety of 
steel analyses—than ever before. 

These expanded facilities provide you with an in-plant source of forgings, cast- 
ings, rings and flanges from‘ virtually any specialty alloy steel, including bearing 
grade steels, tool steels, high temperature steels, and stainless steel. 

Discuss your next requirements with us. You will appreciate our service as well 


as our quality. Write Dept. 5-E. 


Standard Steel Works Division. 


BALDWIN :- LIMA: HAMILTON 


BURNHAM, PENNSYLVANIA Rings * Shafts * Car wheels * Gear blanks * Flanges * Speciai shapes 
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--- and BARNES concentrates on 
producing the best in saw blades 


POWER 
HACK SAWS 


HAND 
HACK SAWS 


BAND SAWS 


ARNES 


Everyone knows that effective results require concentration. That's why 
the W. O. Barnes Company concentrates all of its efforts on one product 
line hack and band saw blades. This high degree of specialization and 
resultant know-how provide that extra cutting quality found only in Barnes 
Blades. You are assured of receiving the same high performance from 
every blade in the complete Barnes Ifne. 


You'll find, too, that the right Barnes blade, properly selected and properly 
used, can reduce your production cutting costs to a minimum. 


Your Barnes Distributor, working closely with his Barnes Engineer, is 
fully qualified to assist you on blade selection and use. 


Call your Barnes Distributor today for reduced costs tomorrow. 


Ww. 0. BARN ES co., INC. 


IARY OF NICHOLSON FILE COMPANY 





1297 TERMINAL AVENUE e DETROIT 14, MICHIGAN 
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materials-handling 





NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 







BOEING SKIN DOLLY 


Bassick Floating Hub cast- 
ers (dual wheel) on the lat- 
tice-work dolly, above, carry 
and cradle wing skin panels 
at Boeing Airplane Com- 
pany’s Seattle plant. Float- 
ing Hub construction absorbs shock and snubs 
out vibration which could otherwise harm 
loads, dollies, casters and floors. 














TIRE CORDS 
( ter frames are ready 
t ved into position 
fabric production at 


G year Tire and Rubber Company's South- 
r M 


Caster failure here could cause a 
duction halt. 


CASTERS ON LIFT-A-LOFT 
Lift-A-Loft Company’s overhead maintenance 
equipment lifts a man up, wherever he needs 
Completely self-powered, 
Lift-A-Loft rolls into position on 
Bassick Casters. They are a sure 

f quality on modern indus- 
trial equipment of all kinds. 


For More 








In these Bassick Series 77 Casters, 
above, a single raceway of balls oper- 
ates on two levels to take both direct 
and component thrust loads. The hard- 
ened and polished steel balls, operating 
on a large two-level raceway, change 
level through tunnel passageways where 
they are not under load. Result of this 
Bassick exclusive is greater swiveling 
efficiency, more strength, easier action. 
Casters on machine tools permit 
flexible assembly line set up. These 
Series 77 casters help speed production 


Two level ball race aids 
efficient swiveling 


now at the Torringjon Manufacturing 
Company, Torrington, Connecticut. 
Mounted on fifty machine tools, Bas- 
sick casters enable Torrington to re- 
arrange assembly lines as different 
products go into production. These 
casters, incidentally, are equipped with 
Bassick “Atlasite’” wheels that 
carry loads almost like iron, yet are a 


new 


lot easier on floors. Bassick position 
locks hold the machines steady in oper- 
ation. Is there a materials-handling 


angle here for your plant? ie 

















NEW HANDLING IDEAS FROM YOUR DISTRIBUTOR Latest caster im- 
provements and new application ideas often come your way when 
you talk to your local distributor who carries Bassick casters. Hé 
gets around to a lot of plants, sees 
a lot of time-and-money- saving 
materials-handling methods 
D oe him on your handling problems. 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 





Call 





SYMBOL OF EXCELLENCE 


Bassick FT 








Information Write No. 230 on 
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| This New PLUGIN LIMIT SWITCH 


ite ON Hated Men Olio): 


Oil-tight construction 

Switch plugs in—in seconas 
Mounts without disassembly 
Wired without removing from box 


Reversible plug-in unit—can be 
plugged-in with roller arm at either end 


Switch action can be reversed by 
simple screwdriver adjustment 


Present installations easily 
converted to plug-in 


Precision switch mechanism 
—only 5° to operate— 
25° overtravel in either direction 








Graduated markings around hub 
of roller arm simplify accurate settings 


Same price as standard 
Square D oil-tight limit switch 


ee ae . cS : : 


| 6 MOUNTING ARRANGEMENTS — WITH I DEVICE! 


HEAVY-DUTY TYPET 
OIL-TIGHT LIMIT SWITCH 
has eleven contact arrangements in 
one switch. Arms continuously ad- 

Switch {>< E justable. Up to 80° overtravel. All 

Mounted Sa switches are interchangeable, easy 

on its Base é — to mount. Separate packaging of 

with Conduit Pht lever arms and switches for simpli- 
at Top — fied stocking. 





In any of the above arrangements, conduit can enter Write for BULLETIN 9007 Aw to Square D Company, 
at either top or bottom by reversing box position 4041 North Richards Street, Milwaukee 12, Wisconsin 


Fe aaa el ee 


ts 
fe 


cite 2 oer 








ECaM HEAVY INDUSTRY ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 
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106-A BRONZE GLOBE 150 LBS. STEAM . 


Mele) Gry eye eli: 







. 300 LBS. 0.W.G. 


in Disc Equipped Bronze Valves 


at that Wheel — Tough malleable iron. 


Design unequalled for cool, sure gri 
t 4 > 


at the Index Plate Has Fig. No. 
Held by wheel nut 
ured by rolled-over spindle end 


at that Spindle — Made of high tensile 
bronze. See how much heavier it is how many 
more deeply cut threads engage bonnet. And, the 
crowned head that reduces friction on disc holder. 
Sure, it costs more to make a spindle this way. 
But it reduces wear, preserves packing, means 
easier operation 


etched in green background 
which is set 


at the Packing Nut and Gland—Note 
the heavy and deep bronze hex. And, that bronze 
gland designed to compress packing toward spindle. 


at that Packing Box — Its depth 
equals 11/2 times spindle diameter. More packing 


space means less repacking. An 
cated and graphited packing is used 


at that Bonnet — One-piece, screw 
over design with big hex surfaces is easy to 
remove. Take an extra look at the bevel joint 
between bonnet and body, serving as an internal 
brace against the crushing effect of the bonnet 
ssembly. Millions of Fig. 106-A in use for years 
prove this unique design licks distortion and 
springing 

at the Disc Holder — |t's 


Stay-on type originated by Jenkins. Correct pro 
tective depth prevents flaking or cracking of disc 


the Slip-on 


at the Disc — Easily renewed without 
removing valve from line. Made of compositions to 
suit various services .. . and made by Jenkins, the 
only maker of both valves and discs. 


THE FIRST renewable composition disc valve, was a Jenkins Valve, originated 
nearly a century ago. Compare today’s Fig. 106-A Bronze Globe with any other. See 
why so many valve users agree that a Jenkins is still the FIRST for top value. For 
descriptive folder No. 189-B on the full line of Jenkins Bronze Globe, Angle and Check 
Valves write to Jenkins Bros., 100 Park Avenue, New York 17. 


at that Body 
thickness of this high ter 
any other valve. The fac 
times higher than rating 
diaphragm to protect se 
Note that the 
permit more reseating operat 
so it wont cut 
length and clean cut 


at this . . . for Throttling 
Just replace the standard d —_—_ - 
nut with this Throttling Nut —_. 
a Fig. 106-A becomes well-suited 
to throttling service. This unique 
nut reduces the effects of wire 
drawing and its long legs restrict 


strain 


nto disc 


flow for accurate control. Many plants take ad 
vantage of this versatile valve to reduce valve and 
parts inventory 


JENKINS _ 
VALVES & 





